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Are your dealers stocked with 


EVEREADY Flashlights 


to take care of the Christmas demand? 


This is proving to be the biggest Eveready 


Christmas ever known. 


See that your Dealers order liberally at 
once. No danger of an overstock at this 
time. They can’t sell what they lack. They 


can’t cash in without sales. 


An Eveready Flashlight Case sold this 
Christmas will mean Battery Sales all next 
year. Are your Dealers tying up and cash- 
ing in on Eveready’s big newspaper cam- 
paign now running? 


We are ready to supply an attractive win- 
dow display to any Dealer at your request. 


AMERICAN EVEREADY WORKS 
of National Carbon Company, Inc. 

312 Thompson Avenue, Long Island City, N. Y. 

CHICAGO ATLANTA SAN FRANCISCO 


——_——___ 
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A Merry Christmas and a 


Happy and 
Prosperous New Year 


NEXT MONTH 

HAT does the New Year 

hold forth? How do the 

developments of 1921 re- 
flect the prospects and oppor- 
tunities of the coming year? 
These and similar questions are 
uppermost in the minds of 
all of us at this time and these 
are the questions that will be in- 
terestingly discussed in the Jan- 
uary issue. There will be an 
intensely interesting article by 
one of the most prominent busi- 
ness men in the industry, dis- 
cussing the business outlook in 
the electrical field. There will 
be reviews of all the outstanding 
developments of 1921 and state- 
ments from dozens of jobbers 
and manufacturers regarding 
prospects for the immediate fu- 
ture. There will be many other 
important articles and interviews 
and we shall inaugurate in the 
January issue several new and 
interesting features. 

With an enlarged editorial 
staff and other added facilities 
THE JoOBBER’s SALESMAN, be- 
ginning with the January issue, 
will be more interesting and 
valuable than ever. 
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&. 
From the one convenient location the é li 7 
lights in the various parts of the plant, on 5 

the various floors—are extinguished by ‘ tok « : 
means of C-H Remote Control Switches. lil lal lil i 


The push buttons for controlling the Mag- 
netic Remote Switches may be located or 
grouped at desired locations. 


In the Sears, Roebuck Co.'s Warehouse 
in Philadelphia, for instance, they are in the 
fire marshal’s office, so that he may quickly 
light up any part of the building in case of 


ew 





emergency. 

In industrial plants and buildings C-H Re- 

x mote Switches are used on the different 
i floors mounted in the fuse cabinets in place 
a of knife switches. By connecting to push 


button switches in the engineer's room the 
complete lighting of various floors and sec- 
tions may be controlled. 


In churches C-H Remote Control Switches 
are used for controlling all circuits from push 
button switches in the vestibule. In theaters 
they are used to control auditorium or stage 
circuits from a central location. 














C-H Remote Control Lighting Switches have 
but one hinging point and embody the same 
rugged design as standard motor control appara- 
tus, as for example, C-H Drum Controllers. 





100 Amps. 110 and 220 Volt, single, double 
and triple pole. For direct and alternating cur- 
rent service. 


Very shallow, over all depth only 454”; slate 
base, 7”x12”. 


Carried by Electrical Supply Jobbers. 


THE CUTLER HAMMER MFG. CO. 
Milwaukee, Wis. 
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Every Salesman a Specialist 


C. L. Peirce Believes Every Jobber’s Salesman Can Equip Himself to Serve 
His Customers by Acquiring One New Fact a Day 


By FRANK B. RAE, JR. 


‘I"7.° . ’ ’ . eon . e ° . e ‘ 
This is the Fourth of a Series of Twelve Interviews with Prominent Electrical Manufacturers 


HERE is a time-worn tale of a social climber, who, 
after being evicted numerous times from a rather 


exclusive social function, finally was made to realize 


that he was not wanted. 

It’s an old story-but apt at 
the moment because there are 
today many jobbers’ salesmen 
in a similar situation. Per- 
sistence with them is futile. 
But unlike the aforementioned 
social climber they do not seem 
to comprehend what’s wrong. 
They don’t seem to realize 
that they’re not wanted. Much 
less do they realize why. 

C. L. Peirce of Hubbard & 
Company can tell them. 


“Buyers,” says Peirce, “are 
not looking for sympathy and 
small talk; they want facts.”’ 

Which means that the affable 
peddler who calls to inquire 
regarding the prospective buy- 
er’s baby’s health, or to tact- 
fully mourn the state of his 
golf form, or to swap recipes, 
is personna non grata in any 
office busy enough these days 


to have an order to issue. As a citizen, the man who speci- 
fies construction material or switchboard jewelry may be 
interested in disarmament, the national budget and income 
tax revision; as a father he may have a thrill over the 


baby’s first tooth; as an “old 


what Chicago did to Princeton. 
which he deals with the electrical jobber’s salesman, he is 
interested solely in pole-line hardware—with the accent 








C.L. Peirce Says: 


HERE is a difference be- 

tween specialty men and 
specialists. | Kvery jobber’s 
salesman can easily become ¢ 
specialist in about 25 per cent 
of his lines by acquiring but 
one new fact each day. 

Men who know their busi- 
ness are welcomed by the buy- 
ers and specifiers of equip- 
ment, few of whom pretend to 
know it all, and most of whom 
will give time and business to 
the salesman who can give 
them some new information. 




















grad” he may gloat upon 


But in the capacity in 


on the hard. “How hard is 
your hardware, and how long 
will it wear?” are the kind of 
questions he wants answered. 
And the salesman whose answer 
is a funny story about the old 
maid who hooked a wireless re- 
ceiver to her bed spring, be- 
comes a candidate for the 
ozone. He is invited to view 
the scenery from outside and 
to tell his jim jam jem to the 
corner cop. 
* * * 

“In the first place,” declares 
Mr. Peirce, “too many sales- 
men spend their time exclusive 
ly with the purchasing agents. 
Good fellows—purchasing 
agents. They have a most im- 
portant function. But mighty 
seldom do they actually decide 
what is to be bought. 

“Which brings us to the ob- 


vious point that salesmen 


should cultivate specifiers as well as purchasing agents; in 
other words, when selling in a tight market you've got to 
get to the man who actually and originally writes the 
order and not merely to the one who translates or tran- 
scribes that order into a proper and legal purchase agree- 
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ment.” That seems so rudimentary that I marveled at 
a man of Peirce’s calibre wasting his time thinking about 
it. If, as he declared, jobbers’ salesmen should go to the 
man higher up, the obvious thing is to equip ’em with scal- 
ing ladders and tell 
‘em to fly at it. I 


considerable part of his power. The same idea can, and 
should, be applied by jobbers’ salesmen. They can, and 
should, acquire one new fact a day regarding the goods 
they sell—bed-rock facts that will supply the buyer’s 
thirst for defi- 
nite information. 





suggested this to 
Mr. Peirce. 

“The trouble is, a 
lot of jobbers’ sales- 
men don’t make the 
effort to know 
enough,’ was _ his 
blunt reply. “And 
who can blame them 
when their line in- 
cludes ten thousand 
items made by four 
hundred different 
manufacturers?” 

Several jobbers 
who haven’t had to 
purchase any extra 
supply of red ink 
during the past few 
months lay that fact 
to a sales _ policy 
founded upon a de- 
partmentized sales 
force which they 
have been training and developing. Each man specializes 
in a particular class of material and out of such specializa- 
tion has grown a force of men, each of whom is highly 
trained and widely experienced in his own lines. 

“These salesmen may be mere ‘catalog toters’ as regards 
75 per cent of the jobber’s stocks, but they are experts 
and authorities on the other 25 per cent. That is going 
pretty good, when you come to think it over. The point 
is, when a job of line construction, or a big switchboard, 
or the equipment of a mill with motors, or some other 
piece of sure-enough business shows its head, the jobber’s 
organization has a man who can answer an engineer's ques- 
tions with hard facts.” 

I brought up the point that many jobbing organizations 
have specialists, to which Peirce shot the question, “Spe- 
cialty men or specialists?” 

“There’s a difference. The specialty men were needed 
to handle certain highly competitive merchandise specialty 
items, such as washing machines, cleaners and the like. 
These men did good work and made the jobbers a lot of 
money during the recent buying rampage, though it looks 
as though a lot of jobbers rather overdid that part of their 
business and to the detriment of the bread-and-butter sup- 
ply items. However, the point I wish to make is that 
specialists in a jobber’s organization are men with broad 
and reliable knowledge of whole classes of materials; they 
are not the high-pressure, one-idea specialty men.” 

Naturally, I wanted to know from Mr. Peirce how a 
jobber’s salesman would go about developing himself into 
the type of specialist he advocated. 

“You remember,” he said, “that Roosevelt made a prac- 
tice all his life of acquiring one new word each day. 





C. L. Petrce, Manacer, ELectTRICcAL 


Roosevelt dealt in words—his command of them was a 





MareriAts Depr., Hupparp & Co. 


For example, our 
Hubbard hardware 
is made of new, 
rolled open-hearth 
steel. What is steel? 
What is rolled steel, 
and how and why is 
it rolled? What is 
open-hearth steel, 
and why is it better 
than any other? The 
real salesman spe- 
cialist should ac- 
quire these funda- 
mental facts, should 
be able to use them 
both for the infor- 
mation of those who 
ask specific ques- 
tions and as sales 
arguments to men 
who do not know. 
Hubbard hardware 
is double, hot- 
dipped galvanized. Why? What is the difference between 
hot and cold galvanizing—between a single and double 
dip? 

“It is only by knowing facts and being able to pass 
them along to the engineers and specifiers of the goods he 
sells that he can hope to secure and hold the attention of 
these buyers. They don’t want to gossip with him, or 
listen to his jokes, or smoke his cigars. But if he can 
bring them a new idea which will help them to better or 
lessen the cost of their construction they have plenty of 
time to listen. 

“I’m not knocking—get that point clear. But I simply 
point out a condition that exists in many houses and sug- 
gest to the readers of Tue Jopser’s SALESMAN a simple 
method of overcoming that condition.” 

Summed up, Mr. Peirce’s suggestions are: 

(a) Departmentalize the jobbing business. 

(b) By assigning to each department the men best quali- 
fied to serve there, you will gradually build up an organ- 
ization in which each man is about 25 per cent specialist 
in his line and 75 per cent general all-round supply sales- 
man. 

(c) By encouraging the salesmen to acquire one new 
fact about their special lines you will soon have an organ- 
ization that knows its business better than the customer 
knows it. 

(d) Men who know their business are welcomed by the 
buyers and specifiers of equipment, few of whom pretend 
to know it all, and most of whom will give time—and busi- 
ness—to the salesman who can give them some new infor- 
mation each time they call. 

There’s nothing very revolutionary about that program, 
as it appears to the writer—except the final result. Think 


(Continued on page 78.) 
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Speaking of Street Lighting 


Exceptional Profit Opportunities Are Offered to Jobbers’ Salesmen for 
Fostering Better Lighted Thoroughfares 


By W. E. UNDERWOOD 


UBLIC sentiment in favor of better street lighting 
P grows just a little bit stronger every day. It moves 

a city council here, a board of aldermen there or 
the village trustees over yonder to spend public funds for 
improved street illumination, and it is a foregone conclu- 
sion that these gentlemen are not expending tax money at 
present for anything they can avoid or for anything which 
is not earnestly desired by the voting public. 

And when you come to analyze the situation it is almost 
uncanny how the opinion of the great mass of people in 
favor of better street lighting lines up with the established 
facts regarding the effect on social conditions that street 
illumination has. Only a few of the millions of people 
who would willingly vote to be taxed for better street 
lighting know these facts. There has been no propaganda, 
almost no advertising even, to the general public by com- 
mercial interests whe might profit by the movement. Yet 
public opinion has instinctively arrived at the true con- 
clusion that good street lighting discourages the second- 
story worker, and the stick-up man, and the street lounger 
who frightens women, and the dopester, and the whole kit 
and caboodle of outlaws against decent and righteous liv- 
ing. 

Also, John J. 
may be, shrewdly surmises that a lot of traffic accidents 
may be chalked up against inadequate street lighting. If 


Citizen, or Susan M. Citizen, as the case 


' WASN'T THE 











THe ANswer To Cases Like Tus Is: 





LAMP LIGHTED: 





Mr. Citizen happens to drive a car, and something like 
half of the native-born male citizens do, he knows without 
seeing any statistics that every street, road and highway 
ought to be lighted just as well as modern illumination 
science can do the job. To his mind, the nightly risk of 
traffic accidents seems largely preventable by means of 
illumination, and the question of how much lighting will 
cost does not really matter. It is worth whatever it costs, 
just the same as a doctor’s fee for setting a broken leg is 
worth the price. If the ‘“‘doc’’ is unreasonable in his charge, 
that is something which can be fought out later. The main 
thing is to get the immediate and necessary job done first 
of all. 

Very likely, kind reader, you are saying to yourself, 
“This is all very well, but where in thunder does it affect 
the jobbing salesman—how will it put any pennies in his 
pocket?” 

Probably there are comparatively few electrical job- 
bers who handle street-lighting equipment. For those who 
do, the encouragement of better street lighting offers ex- 
ceptional profit opportunities. 
ularly handle street-lighting equipment, there is still a 
generous profit in street-lighting business, perhaps not in 
street-lighting standards or in station equipment, but 


For those who do not reg- 


surely in lamps, cable, wire and other standard electrical 


equipment which they do carry. Incidentally, a few an 
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nual contracts for lamps for street-lighting service may 
total into a pretty sum of money, representing a fine profit 
for a minimum of continued sales expense—the créme de 
la créme of the lamp business. 

Then there is another point about improved street light- 
ing from the profit side of the ledger, and that is the effect 
it has on all the other lighting markets in a community. 
If the streets of a town or city are dimly lighted with in- 
frequent and impotent street lamps, it is dollars to dough- 
nuts that the majority of stores are dimly lighted, as well 
as the factories and the homes and the signs. But let that 
burg wake up sufficiently to install proper street illumina- 
tion, and it is bound to raise the whole level of lighting. 
First, the electric signs will be brightened up with more 
candlepower; then the stores; and soon there will be more 
and better light in homes and factories. This is not mere 
guess or supposition. It is one of those things that is sim- 
ply a fact, like the proposition that a straight line is the 
shortest distance between two points. 

So the far-sighted jobber’s salesman will get behind 
street lighting and shove for all he is worth, even if it 
doesn’t represent a dollar to him in direct sales, for he 
may rest assured that this “missionary work’’ will pay. 
He is casting his bread upon the waters, so to speak, but 
it will return after many days, and when it does it will be 
cake. 


How Street Lighting Puts the Kibosh on Crime 


Good street lighting is the best policeman in the world. 
It never sleeps and is always on duty. It discourages the 
criminal from even making the attempt to “get away with 
a job.” It gums his game and saps his courage. For a 
nice, neat hold-up the expert- desires no publicity. He 
ardently wishes to be alone with his victim. With fitting 
modesty, he even wishes to conceal his identity from the 
unwilling contributor, for the arm of the law is long, and 
it may prove unfortunate if said contributor is able to 
identify him positively in the bull pen on the following 
morning. 

Bill Sykes is not anxious to be seen at his job of jimmy- 
ing a window because the telephone and the “flying squad- 
ron” get swift action these days, and several millions of 
husky young Americans, late of Uncle Sam’s army, handle 
a gun skillfully and are not averse to playing tag with a 
burglar. 

All in all, being seen in the commission of a crime is the 
outlaw’s greatest fear. The possibility of clues and pursuit 
do not begin to deter him as does the fear of being caught 
in the act and of being recognized. 

Now, then, if these things are true, the crime records 
in any city before and after street lighting has been im- 
proved should bear them out with conclusive proof. Just 
for example, let’s take Cleveland. In the early part of 
1916 a high-intensity system of lighting was installed on 
the principal business streets. The street lighting in the 
remainder of the city remained unchanged. Examination 
of the police records up to the time of the new lighting of 
the business section revealed that 17 out of every 100 
street crimes committed in the entire city occurred in this 
limited district, and that 90 per cent of all crimes occurred 
after dark. They included hold-ups, assaults to rob, stores 
entered from the front, automobile thefts and pocket pick- 
ing. Comparison of the street crimes in this district as 
against the rest of the city for the year before the lighting 





improvement and for the year following tell the story as 
to the effectiveness of light in stopping crime. 

The figures show that in 1915, with the old illumina- 
tion, 73 crimes were committed on streets in the business 
district, and 850 on streets outside the business district. 
In 1916, with improved illumination on the downtown 
streets, there were 67 crimes, a decrease of 8 per cent; 
while in the outlying districts, with no change in the light- 
ing, there were 539 crimes, an increase of 54 per cent. 

Carrying the thought a bit further, it seems logical that, 
if good street lighting is bad for the criminal, it should 
get in its best licks in the months when the sun goes to bed 
before supper time. So, then, let’s dig into the police rec- 
ords again and compare the street crimes in the business 
district for the months of October, November and Decem- 
ber of 1915 with those committed during the correspond- 








Prosttcr 333% Canta 1286 
The Electrical League of Cleveland 
Pecsovceny FOR EVERYTHING ELECTRICAL 
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HOTEL STATLER. CLEVELAND 
October 28, 1921. 


We desire to call your attention to an investigation re- 
cently completed by one of our members, throwing an entirely new and in- 
teresting side-light on the subject of crime in Cleveland. The investi- 
gator is Mr. Ward Harrison, a Cleveland electrical engineer, and we take 
pleasure in enclosing a copy of his report. 


Stating the principal fact in a single sentence, Ur. 

Harrison, by analysing police records, has compared the night crimes on 
Cleveland streets both before and after the first 600 of the high-candle- 
power “Shite-Say lanterns” were installed; and he finds that after the 
installation such crimes, in the lighted erea, were 412 less than they 
would have been under the old lighting. The survey covered such crimes 
as auto stealing, robbery, hold-up, burglary and others which flourish 
particularly on poorly lighted streets. 


In view of this report, which is worthy of detailed study, 
we believe that the extensions of the lighting system now being made on 
Euclid Ave. to BE. 55th Street and from there on to BE. 105th Street, as 
well as the extension on Woodland Ave., will be a positive force in re- 
ducing crime in this city. 


Sach crimes as the unsolved Elsie Kreinbring murder, which 
took place in a dark spot on Waterloo Road, can be made much more diffi- 
cult of execution by continual and extensive additions to the city’s high- 
candlepower lighting. 





| Incidentally, we believe that auto stealing, which has 
been quite prevalent on Huron Rd. between E. 2nd and E. 9th Street, calls 
for installation of the regular White-@ay lanterns in that section. 


We think Mr. Harrison's report conclusively demonstrates 
that there should be no abatement of effort in extending this lighting a- 
long all the principal streets, for just as paint often saves its cost by 
preventing deterioration on a building, so good lighting weans @ saving 
in crimes and accidents prevented, besides, of course, its long-recognized 
value in promoting retail trade and in beautifying the city. | 


Very respectfuily, 


ICAL LEAGUE Dp 
H-E President 


FacstMILe or Letrer Sent Ovt spy CLEVELAND ELEcTRICAL 
League To Boost Betrer Street LiGHTinG 
on Ciry THOROUGHFARES. 








ing months of 1916. The figures show that the major 
street crimes for these months were 59 per cent less than 
they would have been under the old system of lighting. 

During the painful period of fuel conservation a few 
years ago Chicago tried the experiment of reducing coal 
consumption by dousing the street lamps. Criminals got 
busy so promptly that it was very soon decided to keep 
the street lights burning, no matter how severe the fuel 
shortage might be. 


Light Versus Traffic Accidents 
Twenty years ago there was small hazard in crossing 
the street. At the worst, one might be run over by a gro- 
cery wagon traveling at the prodigious speed of 11 miles 
an hour. Such an accident might be humiliating, painful 
and in rare cases serious, but almost-never fatal. Today 
there is a different aspect to traffic. It moves silently, 
(Continued on page 76) 
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Censor Your Selling Tactics 


Much of What Is Commonly Said and Done Hinders 
Rather Than Helps the Sale 


By INTERVIEWER 


6“ ALK is cheap’—That, so far at least as it con- 
cerns the salesman, is “bunk.” Talk, on the 
contrary, is the most expensive of the sales tools 


employed by the salesman. The 
sales lost annually through too 


words in such letters can be blue penciled without tak- 
ing anything of importance away from the real message; 
then try your hand at expressing what’s left in briefer 
and more effective terms. Then 
you ll be prepared to submit your 








much talking would, in the aggre- 
gate, go quite a ways towards 
financing the national debt. 

There is good reason, in fact, 
for believing that the sales lost 
through not talking enough but 
a fractiona] part of those missed 
through talking too much. “Talk 
is cheap.” “Silence is golden.” 
Somewhere between those two 
extremes lies the safe, sane, mid- 
dle-of-the-road course that leads 
to success in selling. 


done 


early issue. 
them? 





HIS is the tenth of 

of a series of twelve 
pertinent pointers on sell- 
ing picked up by our 
workers in the field and 
into this form 
by Interviewer. The next 
article will appear in an 
Do you like 


own sales tactics and talk to the 
same test. 

Have no doubts about it; there 
is hardly a more important thing 
that you can do for the advance- 
ment of your selling efforts. You 
will thereby be enabled to get 
through the day with less effort; 
you will meet with less sales re- 
sistance. The volume of your 
selling will increase. 

Mind you, though, it is not in 
any sense the purpose to suggest 

















Once upon a time a famous 
illustrator, talking to a class in 
pen and ink drawing, laid down this rule: Never use two 
lines where one will do; and never use one where you 
should use two. Change that rule so that it reads, Never 
use two words where one will do; and never use one word 
where you shotld use two. In that form it is an ideal 
rule “one” for the salesman. That’s a good rule for all 
to follow, whether selling or not. 

Now the salesman who has read this far undoubtedly 
will find himself agreeing with the sense of what has been 
said. Probably, too, he’ll be able to think of salesmen 
among his acquaintances who should censor their selling 
tactics, not once, but over and over again. In his own 
methods, however, he’ll discover less to find fault with, 
for it’s difficult always for any of us to see our own 
shortcomings. 

Every salesman should know the story of the young re- 
porter who was sent to a distant point to glean the facts 
regarding a very horrible murder that had just been com- 
mitted. Impressed profoundly by what he saw and heard 
he proceeded to write accordingly, telegraphing his city 
editor that he would put the first installment of his story 
on the wire shortly thereafter. he city editor, being 
wise in the ways of cub reporters, wired instructions for 
him to make the story brief. 

The reporter wired back that he must have a lot of 
space for his story, as it was very important. Then the 
city editor sent him this message: “Boil it, you fool, 
boil it. Story of Creation told in six hundred words.” 

However, it is alwavs easier to see the mistakes that 
others make than it is to recognize our own, and a good 
way to begin is with the letters that come to you about 
business matters. Experiment to discover how many 


that your talk be “strictly busi- 
ness.” The point, rather, is this: 
Make everything you do and say tend strictly to the de- 
velopment and furtherance of your business ends. 

Talk anything from golf to stamp collecting, if by so 
doing your business efforts and chances will be enhanced. 
However, see to it that every word and effort counts. 
Present your ideas so simply and directly that no one can 
escape getting the point of your remarks. Do not permit 
your hearers to be like the man who complained that he 
could not see the forest because there were so many trees 
in the way. 

Now to do those things successfully means, first of all, 
having something worth while to say. When you talk, say 
something. Do not be in the class of those who hide their 
poverty of thought behind a barrage of words, for words 
so used merely sound, that and nothing more. 

Choose the simplest words, too, that will express your 
exact meaning. For the word that is not understood is 
without power to influence. For instance, you might 
stand on a street corner and shout, ‘“Conflagration! Con- 
flagration!! Conflagration!!!” until blue in the face with- 
out doing more than possibly giving folks the idea that 
you were some new sort of evangelist, and that shortly 
you would start preaching, or taking a collection. But 
suppose instead that you use the shorter and simpler word 
having the same meaning, and shout “Fire! Fire!! 
Fire!!!” See what happens then. 

Remember, we think in pictures; words are merely the 
instrumentality for bringing up a like picture in the words 
of our hearers. The words most commonly used are the 
ones which most readily set us to making those mental 
pictures. Develop the knack of presenting your subject 
so that your meaning can be readily visualized. 
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Jobbers Discuss Outlook 


Constructive Efforts in Anticipation of Better Business Mark Four-Day 
Meeting of E. S. J. A. 


ROM the standpoint of attendance 
F structive work, the 

Electrical Supply held in 
Cleveland November 28 to December 2, will go down as 
one of the most successful conventions ever held by the 
With a reg- 
istration of nearly 400 job- 


as well as con- 
semi-annual meeting of the 


Jobbers’ Association, 


organization. 


motors, switches, etc., as part of an installation had been 
superseded by the self-styled contractor-dealer, who in 
instaneses had been lured into the retail business 
Extensive 


many 
by the prospects of a store and large profits. 
investigation, he claimed, has proved that many contrac- 
tors have made a failure of 
retailing and in addition 





bers and manufacturers’ 


have been neglecting the 








representatives and with a 
well-filled program of com- 
mittee meetings and open 


The Jobber’s Salesman Daily 


“GURVELAND, Omid, DECEMBER © ten 


SPEECHES STIR CONVENTION 


T= 


contracting end of the 
business. It was his opin-" 
ion that contractors should 





sessions, there was every 


i 


AU REVOIR, BUT NOT GOOD BYE 


FREEMAN AND FER develop wiring, and that 








opportunity for much of 
the constructive work that 
the times demand. One of 
the most promising notes 
struck by the convention 
was the general feeling of 
optimism as to future busi- 
ness. Jobbers 
facturers alike expressed 
their cheerfulness as to the 
outlook, and the speakers 
reflected the general tone | | 
by outlining the possibili- | 


eer ry 





and manu- 





merchants should tend to 
the retail distribution of 
electrical products. 


James R. Strong, presi- 
dent of the National Asso- 
ciation of Electrical Con- 
tractors and Dealers, spoke 
on “Electragy for Electra- 
gists.”’ No other field, he 
said, is so little understood 
as the electrical business, 
and that is why sales of 
appliances must be made 


































ties for electrical goods. | ‘ by those who understand 

The convention began | the electrical industry. 
Monday, November 28, | THANK YOU saad — Service must go with sales. 
with executive committee =| |F=== ome war eae | ean He contended there is no 
meetings all day. Tuesday : ® cep reo te reason for separating con- 
morning a deferred meet- | se a a eee | tractors from dealers. The 
ing of the Atlantic Divi; | == = Ae eh ee thing to do is to construc- 























sion, which was to have 
been held in Philadelphia 
in September, was called to 
order by Chairman George 
announced W. L. Goodwin, assistant 
to the president of the Society for Electrical De- 
velopment, as the chief speaker. “Bill’’ explained that, 
while the primary function of the society in the past was 
along publicity lines, the principal advantage has been 
and is along economic lines. 

“Tf we all have an understanding of opportunities we 
have to improve economic conditions through electricity 
and electrical products,” he said, “it is not difficult to ap- 
preciate what the society can do. If we can accomplish 
this economic improvement slowly and with stability, we 
will profit to a greater extent in the long run and will reap 
more substantial and tangible results.” 

The chairman urged the eastern jobbers to lend their 
assistance to the society by membership and concerted 


L. Patterson, who 


activity. 

The first held Wednesday morning, 
brought out a discussion of the contractor-dealer as a 
merchant. Frank E. Watts, of the Electrical Record, said 
the old type of contractor-dealer who did wiring and sold 


open session, 


Fac-SiIMILeE oF Datty Newspaper Issurep at E. S 
VENTION BY THE JOBBER’s SALESMAN STAFF 


ca ae tively work toward creat- 
J. A. Con- ing more outlets for the 
distribution of appliances, 
and to give dealers wider 
differentials so they can merchandise more intensively. 

Both W. W. Freeman, president of the Society for 
Electrical Development, and F. M. Feiker, assistant to 
Secretary of Commerce Hoover, who were the principal 
speakers at the second open session, dealt with broad 
aspects of the industry, such as its future growth and pos- 
sibilities, the elimination of waste in production and dis- 
tribution of electrical products, and the work of the gov- 
ernment in promoting better business. 

Mr. Freeman gave a review of the relations between 
different branches of the industry. He said he had long 
given up the idea of that manufacturers, jobbers, central- 
station companies and contractor-dealers can agree in all 
things. Their individual interests are not identical, but in 
a larger way they can agree on matters that benefit the 
whole industry. 

He called attention to the rapid progress made by the 
electrical industry. Statistics show a total investment of 
(Continued on page 74.) 
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Service a la Sis Hopkins 


An Interview with E. F. Coffey, Assistant Sales Manager of the 
Sibley-Pitman Electric Corp. 


Reported by THOMAS F. CHANTLER 


N THE electrical industry, thank heaven! there are 
I many organizations doing a mighty good job of this 

service thing. But in no department of our industry 
are the problems having to do with that selfsame service 
ticklish and en- 
grossing than occur un- 
der the roof of the elec- 


more 


trical job ber—and 
under the hats of that 
jobber’s salesmen. Their 
problems are _ twofold. 
First, to serve the con- 
tractor and dealer in the 
best sense of the word; 
and, second, more diffi- 
cult if anything, to see 
‘to it that contractor and 
dealer keep the public 
glad and satisfied by 
serving ‘em up to the 
full the 
measure. 

In this instance I 
have asked E. F. Coffey, 


assistant sales manager 


capacity of 


of the Sibley-Pitman 
Electric Corp., New 
York City, to come 


through with his ideas 
on the subject. That or- 
ganization is working 
hard to make “Service” 
a thing to conjure with 


in their business. So 





them with their advertising, window trims and store lay- 
outs, gives them expert co-operation in laying out lighting 
jobs, plans special campaigns for local drives for appli- 
ance business and stands some part of the incidental ex- 
pense. In fact—and 
I’m sure I’m not over- 
stating it—the company 
is rendering a service to 
its distributors that’s 
worth real money. So I 
was keen to have Coffey 
tell me what in his opin- 
ion is the one most crit- 
ical point upon which 
the success of such serv- 
ice depends. 

“T can tell you that in 
a word or two,” he said. 
“It is for the jobber’s 
salesman to sell himself 
on the actual, tangible 
market value of the 
service his house ren- 
ders. Many salesmen 
seem to look upon such 
service in about the same 
light that a cigar-store 
clerk regards the cou- 
pons he hands out with 
each purchase—you 
know — ‘Here’s your 
coupons, Mister; take 
‘em along; we've got 
more.’ Is it to be won- 











Coffey 
grounds—I couldn't 
help it—for his opinions. 
“Do you recall the play, ‘Sis Hopkins’?”’ he asked me, 
after we had got squared away and down to brass tacks. 


has excellent 


I did and said so. 

“Well,” he continued, “you remember perhaps what a 
hand Sis used to get when she spoke this line: ‘Ma says 
there ain’t no use doing nothin’ for nobody what never done 
Now if doing things for others is service, 
then it’s my belief that, in a general way at least, Ma had 
exactly the right idea. Oniy, as far as the contractor- 


nothin’ for you.’ 


dealers are concerned our chief interest is to have them do 
for themselves, rather than for us. For they are the gate- 
ways to a large slice of the jobber’s market; and when 
they are inefficient the jobber’s business suffers.”’ 

I knew, of course, as do many others, that Sibley-Pit- 
man has gone to great lengths to help its customers along 


the road to better business methods. The company helps 


EK. F. Correy, oF THE S1pitey-Pirman Evecrric Corp, 


dered at that so many 
contractors and dealers 
are still indifferent to 
the part that ‘Service’ plays in modern business ! 

‘“‘All salesmen are not like that, however. For instance, 
last week one of our salesmen arranged to sell a dealer a 
bill of heating devices—at the schedule prices, of course. 
But for a perfectly good reason the sale hung fire until the 
following day. Then, when our man went around to get 
his order the dealer told him that another man had been 
in and offered to let him have the goods at a figure below 
the schedule. Nevertheless, our salesman came away with 
the business. He did it by selling that dealer on the value 
of the work we are doing to boost business and the service 
we stood ready to render that dealer.” 

I don’t know whether Coffey expected me to stand up 
and cheer for that salesman or not, but if he did he was 
disappointed. For it seems to me that that was no more 
than any good salesman should do. It reminded me, 
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though, of the tactics of a man in the West who got rich 


that phase of the service that that man’s house could ren- 


conducting a general store in the face of the stiffest kind der that dealer. That’s a mighty good time also to get 


of mail-order competition. 


service. 

Let us suppose that a 
farmer comes into this 
man’s store to buy a 
stove. He sees what he 
wants and asks _ the 
price. When he learns 
the amount he throws 
up his hands, declaring 
he can get the same or 
as good a stove from the 
mail-order house for a 
lot less. 

“Very well,” says Mis- 
ter Merchant, “that’s 
the easiest thing I do, 
meeting mail-order com- 
petition. You can have 
the stove at that figure.” 

“Fine,” says Reuben. 
“Send it around and set 
it up for me today. I'll 
pay you when I sell my 
crops.” 

“No, you don't,” says 
M. M. “If you want 
mail-order prices you 
must meet mail-order 
terms. Give me _ the 
money now, in advance, 
just as you would do if 
ordering the stove from 
Chicago. Then in about 
three weeks or a month 
I'll notify you that the 
stove is in the freight 
house at the railroad 
station. Likely you 
won't be able to get it 


And even though I have to 
trim Coffey’s story to make room for this bit, I’m going to 
tell about that man. For his tactics contain a moral for 
every jobber’s salesman whose house renders worth-while 











A Premium on Service 


“Service” is the most abused, misused and ex- 
cused word in the lexicon of business. No other 
function is so honored in the breach and neglected 
in the observance. How often, alas! the booming 
bass of promise dwindles to a weak treble of ful- 
fillment. 

There is a man who has hit upon a plan for get- 
ting what he pays for—when that something is 
service. His plan is so good that it should be 
passed along. 

“TI found,” said this man, “that merchants gen- 
erally were justifying in part at least the prices 
they ask by referring to their ‘service’ and the ex- 
pense of maintaining it. Frequently, however, the 
service for which I was paying missed fire—orders 
were improperly filled, deliveries were delayed, this 
or that would be damaged, and sometimes I have 
been misled and illy advised by whoever waited 
upon me. _ 

“Nowadays, when I suspect that the much- 
vaunted service may not materialize, I insist upon 
seeing the manager of that store before completing 
my purchase. I remind him that I’m being charged 
for service and expect to get it. Then I tell him 
that, in case the service is not forthcoming, I. shall 
demand a rebate on the amount of my purchase. 

“Naturally, of course, the manager makes mine 
a special case—I do get service almost invariably. 
Whenever a sufficient number of customers make a 
like demand upon the merchant that worthy will 
soon see the wisdom of making service the rule and 
not the exception.” 




















the dealer to recognize his moral obligation to patronize a 
house that is working to boost and stabilize business. For 
not being in the market for goods at the minute he'll be 
inclined to admit the point on general principles. Later, 


then, he’ll find it hard 
to ignore when it’s ap- 
plied to himself. 

“Getting back to Sis 
Hopkins,” he continued, 
“the reason some deal- 
ers do not appreciate 
the value of the service 
offered them by the job- 
ber is this: they think 
it is a gift, a something 
that costs them nothing. 
They are not made to 
see their obligation to 
make a full and correct 
use of such service in 
co-operation with the 
house that gives it. 
That’s because the sales- 
man either is not sold 
on the value of the serv- 
ice himself, or knows 
little or nothing about 
it. 

“Something for noth- 
ing,’ Coffey went on, “is 
usually considered worth 
just that—nothing. Con- 
sequently, the rose of 
service must have its 
thorns, for otherwise the 
job of bringing the deal- 
er to value it correctly is 
almost impossible. The 
rub is that the prices of 
the jobber who is ren- 
dering a truly helpful 
service to his trade must 
of necessity be in line 





promptly, and there'll probably be demurrage charges, but 
that’s your lookout. Anyway, you get the stove home 
yourself, and set it up yourself, and learn to run it your- 
self. And if anything goes wrong with it, or you discover 
that all the parts aren’t there—don’t come in here or tele- 
phone me about it. Write mea letter. I’ll answer when I 
get around to it, and mebbe I'll need to ask for more in- 
formation before I can get the drift of your complaint.” 
“Oh, shucks!’ says Reuben. “Gimme that there stove 
and charge me what you think is fair. The missus can’t 
do no more bakin’ till she has a new range; we used the 
old one to the last minute afore comin’ in here. Hurry it 


up.” 

“Tt seems to me,” resumed Coffey, “that some salesmen 
are interested only in getting an order. ‘Hullo, John, or 
Bill,’ they'll say. ‘Anything doing in my line today. No? 
Well, good-bye. See you later.’ 

“Now as I see it, there was the time to have spent five 
minutes or more selling that dealer on the value of this or 


with the prices of other reputable houses, even though 
service with them does not go beyond the word itself. It 
is for that reason that it is necessary for the jobber’s 
salesman to understand the practical worth of the service 
he offers and to bring the customer to see it in that light, 
regardless of the fact that he seems not to be paying any- 
thing for that service.” 

Recently I listened in on a conversation between two 
electrical contractor-dealers, who were discussing the mer- 
its of two first-line jobbing houses. One of these houses 
renders a service to its customers that’s bang-up; the 
other is still a bit old-fashioned, holding to the opinion 
that in selling goods at established prices, making prompt 
deliveries and extending the usual credit accommodations 
it is doing all that reasonably could be expected. What 
these two contractor-dealers said expresses very clearly, 
I believe, a something with regard to this matter of serv- 
ice that all jobbers, whether giving service or not, must 

(Continued on page 72) 
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Nothing Helps Your Work 
as Much as Liking It 


Getting Fun and Happiness 
Out of Business 


By DR. FRANK CRANE 


HE happiest man in the world is the one 
who is doing what he’s always wanted to do, 
and is getting paid for doing it. 
There are all sorts of reasons for carrying on 
a business, but the best 
one is because you like it. 
Fun is a good deal a 
matter of habit and of the 
point of view. And if you 
get into the way of find- 
ing your joy in life in the 
game of business you will 
discover as much _ joy 
there as you would if you 
gave yourself up entirely 
to golf or to any one of 
the myriad number of 
worldly pleasures or hob- 


bies. It is as interesting 
to make tack hammers 


and sell overalls as it is 
to play pinochle or polo. 

The fact of the matter 
is that business is self- 
expression. 

And that is all any kind 
of fun is, from leap-frog 
to baseball or billiards. 

A child is happy when it stretches its legs, 
expands its lungs and sharpens its wits playing 
hide-and-seek. And a merchant is happy when 
he plays the great game of buying and selling, 
because it interests him, while hide-and-seek 
does not. 

For in all business is a dash of adventure. It 
is necessary to take chances. ‘There are no sure 
things, outside of the pages of stock-jobbing 
literature and Monte Carlo. 

Every deal is an adventure. Business men 
are always standing in the doubtful ridges of 
the battle. 

Every day they must use their judgment, 
shoulder responsibility, make hazardous de- 
cisions, estimate men and try to see into the 
future. Which makes it as interesting as poker. 


(Copyright, 1921, by 





And, take it by and large, it’s a fair game, 
and, played honestly, both sides stand to win. 

Business is the most wholesome occupation in 
which a healthy man can engage and has in it 
more resources of enjoy- 
ment. 

The reason is that the 
business man is the serv- 
ant of the people. He is 
not merely feathering his 
own nest; he is not graft- 
ing, but he is doing some- 
thing for the people they 
want done. And the man 
who best serves is the man 
who has the best excuse 
for living, who gets the 
most satisfaction and fun. 

As a rule, business men 
are the soundest minded, 
least egotistic, least given 
to bunk and humbug, and 
altogether the most whole- 
some and cheerful kind 
of folks I have ever met— 
and I have mixed around 
some with kings, nobles, 
artists, poets and priests. 

If there is going to be any jury on the Day 
of Judgment, I hope it will be made up of men 
who worked hard all their lives. Such a jury 
would come nearer handing out even justice 
than any other sort of jury, simply because they 
have learned the knack of summing up facts, 
drawing their conclusions, making their de- 
cisions with an open mind. 

Happiness comes from accomplishing what 
one has set out to do. Of course, the object 
must be clean, free from ulterior motives, or the 
happiness is not genuine. 

Business gives so many opportunities for ac- 
complishment that there can be plenty of happi- 
ness for all. 

Fun and happiness go hand in hand, and 
that’s why there is so much fun in business. 


Dr. Frank Crane.) 
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Pictorial Review of Electrical Developments 











“Safety First” is the watchword in this railway signal school, 
when a demonstrator is showing the intricacies of a loop line. 
—Photo by K. & H. 


Largest clock in the world, on tower of the 
Siemens works in Berlin, Germany, is operated 
by electricity—Photo by Intl. 


A new electrical machine aids nature in bringing back to 
normal the little kiddies afflicted with infantile paralysis — 
Photo by U. & U. 





This hole-boring, pole-setting motor truck is Bandits better watch out! The Chicago police are equipping 
said by its inventor to take the place of twenty their autos with wireless to help the roundup of criminals. 
men.—Photo by U. & U. —Photo by Intl. 
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Pictorial Review of Electrical Developments 











Electricity now picks cottom five times as much as This new electric alarm clock, working on the prin- 
can be picked by hand, and much cleaner and fluffier.— ciple of the vibrator, gets you out of the hay gently but 


Photo by Intl. surely.—Photo by K. & H. 


M. Collardeau, a Frenchman, has perfected a 
small turbogenerator which runs a water faucet. 
At the left are the accumulators for storing the 
energy developed.—Photo by K. & H. 
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Some of the stage manager’s work. A battery of three spot- Another view of electrical equipment “on 
lights illuminates one small scene at Chicago Grand Opera— stage” at the Chicago Grand Opera.—Photo by 


Photo by U. & U. Wau. 
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Pictorial Review of Electrical Developments 













Shine? The snappy rag of the colored bootblack is to be 
superseded by the “Air-Felt” electric shoe polishing machine.— 
Photo by U. & U. 






The tired housewife’s friend! Mashes potatoes, 
whips cream, beats eggs, grinds meat, polishes 
silverware, etc., etc—Photo by Int!. 





At last we have the electrical typewriter! Just touch the fk 
keys and the juice does the rest. Fifty copies at a time— _ 
Photo by K. & H. 





The young ideas are the same the world over. Here's a Wireless everywhere! And now on horseback 
‘rowd of English boys and girls that have the wireless bug, m our cattle ranges. Ground for set is obtained 


‘oo.—Photo by K. & H. through the horse’s shoes.—Photo by Intl. 
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Pictorial Review of Electrical Developments 











On the eve of the opening of the conference on the limitation of armament Washington was indeed a city 
of light, and thousands of visitors thronged around the parley headquarters. At the left is the illuminated dome of 
the capitol; at the right a jeweled portal.—Photo by U. & U. 





Outline lighting at the “Chicago” the- White coal! Montana Power Co.’s dam at Great Falls on the Mis- 
ater, said to be the finest movie house in souri River, which supplies energy for the C. M. & St. P. railway— 
the world.—Photo by Intl. Photo by K. & H. 
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Thought Stimulators ¢ « By DAVID GIBSON 


H. ARNOLD of the General Electric Company 

¢ says he has been able to eliminate “blue Monday.” 

He has done it by cutting out a heavy Sunday dinner. 

“I eat a good breakfast about 10 o'clock Sunday 

morning,” Mr. Arnold says, ‘‘and I don’t eat again until 
evening—and then only a light supper.” 

Of course, Mr. Arnold’s plan means less work in the 
kitchen. It makes Sunday a sort of day of rest for the 
entire household. 

Again, the heavy, sleepy feeling which most of us 
experience after a heavy Sunday dinner, and which 
usually culminates in a row with the children and a nap, 
is eliminated. Mr. Arnold says that while he used to 
be only half alive on Sunday he now finds he is wide- 
awake and full of energy, that in the spring and sum- 
mer he takes long walks and drives his automobile, and 
that in winter he reads and actually does some thinking. 

But we started out to explain the blue Monday. 

Blue Monday is almost entirely the result of overeating 
on Sunday. 

Men who are in the habit of doing hard physical labor 
during the week, lie around on Sunday and literally stuff 
themselves with food for which the body has no need. 
By Monday the lower intestines are clogged with waste, 
and the poison is spread through the body, resulting in 
that blue feeling which is so familiar. 

By Tuesday the body has recovered from Sunday’s 
food drunk, and things get back to normal. 

What is true of Sunday overeating also holds for 
Thanksgiving, New Year and Fourth of July overeating. 

It is an axiom among physicians that a holiday is fol- 
lowed by an increase in sickness. Most of our colds and 
our grip originate during the holidays and are a result 
of lowered resistance due to overeating. 

The time is coming when gluttony, overeating, will 
be in the same class as drunkenness, overdrinking. 


+ © @ 


T’S a curious thing, but the best work we do is 

usually the easiest. 

Ask any salesman if this is not so. The chances are 
ten to one that he got his biggest order with less effort 
than he has put on some of his smallest transactions. 

Writers report the same observation. 

The poem, the story, the sketch, the editorial that is 
dashed off to fill a column or to meet the eleventh hour 
call of an editor is usually the one that attracts the 
widest attention. 

Irving Berlin, the song writer, was asked: ‘What’s 
the easiest kind of a song to write?” 

“A good song,” says Mr. Berlin. “A bad song is the 
hardest to write because the song writer, in his efforts to 


‘turn a failure into success, never is finished with trying 


to write and rewrite it.” 

A novice cannot turn out a masterpiece in a few min- 
utes, and a green salesman cannot turn a deal involving 
thousands of dollars in an afternoon. Kowledge and in- 
formation and skill, stored up through years of applica- 
tion and experience, are drawn upon in a crisis. 

When Lincoln scribbled his Gettysburg speech on a 


scrap of paper he was summarizing thoughts which had 
been incubating in his mind for years; and when Patrick 
Henry delivered his famous speech he said that “the air 
seemed to be electric with words and phrases like a tree 
overburdened with fruit.” 

Successes are built on failures. 

To return to Mr. Berlin, he says he has written more 
failures than any song writer, but the reason is that he 
writes more songs. 

The successful man fails as often as any other man, 
but he tries oftener, so that his total of successes is bound 
to be high. 


* * * 


F WE only knew when opportunity was near it would 
be easy to be prepared. But most of the time oppor- 
tunity doesn’t knock as she’s supposed to. 

One rainy morning a few years ago a quiet little old 
lady entered one of New York’s high-class department 
stores. 

There were so few customers in the store that the clerks 
were gathered in groups, discussing their personal affairs. 

None paid any attention to the plain old lady until 
a young clerk saw her wandering about as if looking for 
nothing in particular. 

Hurrying to her and apologizing for the fact that she 
had been kept waiting, he quickly obtained the articles 
she desired to purchase. Then he escorted her to the 
door and helped her with her umbrella and packages. 

He was surprised when she turned and asked him his 
name, but went back to his counter and thought no more 
of it. 

A week later, the store received a letter from a woman 
ordering the entire furnishings for her mansion on a coun- 
try estate in Scotland. 

The letter ended: 
you to send Mr. 


“In addition to this order, I want 
to supervise personally the installa- 
tion of these furnishings.” 





The man named was the clerk who had been especially 
courteous to her that rainy morning. 

Although the manager of the store urged that instead 
of the young clerk, their experienced interior decorator 
be sent on such an important mission, the little old lady 
had her way, and the clerk went to Scotland to direct the 
furnishing of the famous Skibo Castle. 

For the plain old lady was Mrs. Andrew Carnegie. 

Enthusiasm has no eyes for failure. 


* * * 


ERE is a remarkable statement, from a man who 

came to this country as an immigrant when he was 
seven years old, and who rose, through his own efforts, 
until he became the wealthy editor of The Ladies Home 
Journal, probably the most successful publication in the 
world. 

Writing in the third person in his book, “The Amer- 
icanization of Edward Bok,” he says: 

“Edward Bok does not now remember whether the 
mental picture had been given him, or whether he had 
conjured it up for himself; but he certainly was pos- 
sessed of the idea, as are so many young men entering 
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business, that the path which led to success was very 
difficult; that it was overfilled with a jostling, bustling, 
panting crowd, each eager to reach the goal; and all 
ready to dispute every step that a young man should take; 
and that favoritism only could bring one to the top. 

“After Bok had been in the world of affairs, he won- 
dered where were these choked avenues, these struggling 
masses, these competitors for every inch of vantage. Then 
he gradually discovered that they did not exist. 

“In the first place, he found every avenue leading to 
success wide open and certainly not overpeopled. He 
was surprised how few there were who really stood in 
a young man’s way. He found that favoritism was not 
the factor that he had been led to suppose. He realized 
it existed in a few isolated cases, but to these every one 
had pointed and about these every one had talked until, 
in the public mind, they had multiplied in number and 
assumed a proportion that the facts did not bear out. 

“Here and there a relative ‘played a favorite,’ but 
even with the push and influence behind him ‘the lucky 
one, as he was termed, did not seem to make progress, 
unless he had merit. 

“It was not long before Bok discovered that the pos- 
session of sheer merit was the only real factor that 
actually counted in any of the places where he had been 
employed or in others which he had watched; that busi- 
ness was so constructed and conducted that nothing else, 
in the face of competition, could act as current coin. 

“And the amazing part of it all to Bok was how little 
merit there was. Nothing astonished him more than the 
low average ability of those with whom he worked or 
came in contact. 

“He looked at the top, and instead of finding it over- 
crowded, he was surprised at the few who reached there; 
the top fairly begged for more to climb its heights. 

“For every young man, earnest, eager to serve, willing 
to do more than he was paid for, he found ten trying to 
solve the problem of how little they could actually do 
for the pay received.” 

* * * 
LITTLE imagination often works wonders. 

Brick manufacturers a few years ago were ac- 
customed to scrap or sell at a reduction all bricks that 
were overburned, and hence unsalable because they were 
not uniform in color. 

Along came a brick man with an imagination that took 
hold of these discards and turned them into a gold mine. 

What he did was to select a quantity of odd-colored 
bricks and have one of his workmen build a small section 
of wall. 

The colors were very harmoniously blended, and he 
called it a “tapestry” effect. 

This sample wall he exhibited to his customers, quoting 
a price of about three dollars a thousand more for these 
overburned bricks than for the regular output of his 
kilns. 

Their pleasing color effect made an instant hit. 

When electric toasters and irons were new, and people 
hadn't been educated to their use, a merchant who had 
vainly kept a display of these articles in his window, 
with lettered cards telling what they would do, worked 
a little imagination—and sold quantities of them. 

He put slices of crisp, buttered toast on a plate by the 


toaster, and placed the iron on a dainty piece of femi- 
nine lingerie—which stirred the imagination of passersby 
and lured them into his store. 

The proprietor of another retail electrical goods firm 
wondered for a long.time how he could sell electric fans 
in winter. 

He solved it by employing a girl with luxuriant tresses 
to wash her hair in his store window every afternoon and 
demonstrate how quickly it could be dried with an electric 
fan. 

A tailor in a Michigan city was puzzled to know how 
to get one of his former customers to pay a bill which 
he had owed for over a year. 

He finally sent a bill—for $72.50. 

Immediately back came a protest. 

“Your bill is wrong,” ran the letter, “I owe you, $52.50. 
I'll pay that but not a cent more.” 

Enclosed was a check for $52.50—which the tailor knew 
was the correct amount. 

He had used his imagination—and doped it out that 
only a mental jolt would make the slow payer come 
through. 


ROBABLY the hardest thing a salesman has to con- 
tend with is getting an opportunity to present his 
proposition to all the persons in a transaction. 

A young salesman visits a prospect and gets an audience 
with an assistant of the man who has the final say. 

After a careful demonstration of the merit of the prop- 
osition, the assistant is enthusiastic and asks the salesman 
to drop around the next day. In the meantime he prom- 
ices to take the matter up with the boss. 

The salesman leaves, buys a fat cigar, and figures up 
his commission. 

Next day he drops around for the O. K., but instead 
he gets word that the boss has turned the proposition down 
cold. 

The reason for this is obvious. 

The assistant did not present the proposition as the 
salesman did. How could he? Psychologists have figured 
out that we retain only about one-tenth of what we hear. 

The chief of the department got a 10 per cent demon- 
stration. When the boss began offering objections the 
assistant wilted, because he didn’t know how to answer 
them, and because he did not care to assume the respon- 
sibility of trying to sell his chief something he did not 


want. 


A black eye is usually proof that the fellow got what 
after—trouble. : : ; : : : 


he was 
Rely on yourself—your friends may forget you. 
Responsibility either makes a man or breaks him. : 
Profits are not money stolen from others; they are the 

reward of service and efliciency—and the greater the ser- 


vice and efficiency, the greater the profits. 


One index of a man’s value is his ability to work with- 


out supervision, 


After all, it is honesty that carries conviction. 
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MEN YOU SHOULD KNOW 


J. G. Johannesen, 


F! Only fair it is to accord to that little conjunction 
the important part it plays in the affairs of men by 
writing it down as the first word of this story. For if 


it had not been for the Balti- 
more fire—well, this story 
then would not, in all prob- 
ability, be about Johannesen. 
One of the effects of that 
holocaust in Baltimore 
that Johannesen found him- 
self without his good job in a 
hominy factory 
popped, or something of that 
sort. Anyway, he entered the 
electrical field, and not with 
any blaring of trumpets and 
waving of flags, either. 





was 





the hominy 


But he got in, nevertheless ; 
stayed in, and made good. As 
a stenographer and typewriter 
it was that he came a-knock- 
ing at the door of the old 
Southern Electric Co. A long 
cry, that, to his present posi- 
tion of president and manager 
of that same company! But 
let’s begin at the beginning; 
we'll the sooner arrive at a 
logical ending. 

Born in Norway, this man, 
J. G. Johannesen, came with his parents to Baltimore 
when he was nine years of age—from “the land of the 
midnight sun” to a sun that’s hotter than hot in the sum- 
mer time, that is to say. But be that as it may, he came, 
spending the next seven years in the public schools and 
the McDonogh school in that city. Now he didn’t say, but 
we suspect, too, judging by the heft of him, that he had 
all kinds of sport teaching the boys of Baltimore to dis- 
tinguish properly between a Norseman and a Swede. He 
imparted that lesson thoroughly, too, we'll bet. 

Finishing with school when he was sixteen, he made his 
debut in the business world by securing a position in a 
vegetable packing factory in Baltimore, working at that 
employment for about one year. Then he went to the Bal- 
timore Pearl Hominy Co., taking a position in the manu- 
facturing end of the business, and remained there upwards 
of six vears. 

Then some one yelled: “Fire!” 

When the smoke of that great conflagration had cleared 
away there was discovered securely entrenched in Johan- 
nesen’s scheme of things that “if” with which we opened 
this account. The hominy business, together with many 
Not 


so, though, the expense that living in this land of the free 


other Baltimore enterprises, was temporarily “nix.” 


entails—Old Man Necessity was right on the job as per 





J. G. JoHANNESEN 


Pres. and Mgr., 
Southern Electric Co. 


usual, and it was up to Johannesen to look around a bit. 
However, the Baltimore fire wasn’t in any sense a fling 
of the fates against Johannesen, and his luck held good. 
The fire and water that rout- 
ed him out of his job in the 
hominy factory squared things 
with him, temporarily at least, 
by creating an opening in an- 
other field. The fire-insurance 
companies 
short-handed in coping with 
the multifarious duties result- 


found themselves 


ing from the fire. Adjusters 
handle the 
claims that poured in upon 


were needed to 


them. So while Johannesen 
was without definite plans for 
the future he worked for one 
of the insurance companies in 
that capacity. 

The great need for electri- 
cal equipment and contrac- 
tural work in rehabilitating 
the city was obvious to Johan- 
went about his 


nesen as he 


work of adjusting claims. The 


future in the electrical field 
appeared alluring, and the 


electrical business itself fasci- 
nated him. He’ decided to 
break in and make it his life work. 

Now the middle of this story has caught up with its 
beginning, and we arrive again at the point, seventeen 
years ago, where the Southern Electric Co. employed as a 
stenographer and typewriter, one J. G. Johannesen. Sev- 
en years ago they made him general manager. During that 
ten-year period he served successively and successfully in 
all departments—shipping, purchasing, billing, stock and 
in the sales department, as sales manager, too, by the way, 
before being made general manager. 

Not such bad going, that, all things considered. From 
stenographer to president and general manager of the old- 
est electrical supply house in the Baltimore district—all 
But do not allow this 


single accomplishment to lead you into picturing to your- 


within a period of seventeen vears ! 


self a man who has but one side. 

Inquire who is president of the General German Or- 
phan Asylum of Baltimore, and you'll be told, “Johanne- 
Ask about him at the Baltimore General Hospital, 


and they'll say he is a diretcor and a member of the house 


sen.” 


committee. 
and vou ll find him present there, too. Ask at the Y. M. 


C. A., and you'll be informed that he has been a member 


Go around to a meeting of the Kiwanis Club, 


(Continued on page 68.) 
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Profit Psychology 


Sell Profit, for That’s What Your Dealer Customer Wants and Buys, 
No Matter What It Is He Happens to Pay For 


By THOMAS FULLWOOD 


OTUND and ruddy he was; carefully tailored and 
R successful, beyond a doubt. We shared the smok- 
ing compartment together for a while, and his 
need of a match started the ball of conversation a-rolling. 
I learned that he was in the selling end, and he, in turn, 
was told about my job of reporting in Tue Jopser’s 
SALESMAN each month some practical application of psy- 
chology to the operation of selling. 

“Psychology, eh?” he exulted, in the manner of one who 
greets an old friend. “The greatest gift of science to fat 
fellows who have to sell for a living—that’s what psychol- 
ogy is. I’m fat and live by selling, so I guess I know.” 

“But,” I. objected, “why leave out the skinny fellows 
and the male ‘thirty-six’s’—they need their psychology, 
too, don’t they?” 


man in business is on the lookout to buy is the thing that 
little Ol’ John J. Psychology helps me to provide. 

““Profit—that’s what I sell to my customers. And every 
man I visit wants it; and he can’t fool me into believing 
otherwise, no matter what he says. 

“Sell ’em profit; and then let ’em buy the things that'll 
help ’em get that profit. That’s my psychology, and its 
plain as a red nose. But how many salesmen are doing 
that? I’ll tell you. About one out of ten, according to 
what I’ve observed and heard. 

“Selling electrical supplies and specialties to contractors 
and dealers ain’t a whit different, so far as the principle 
is concerned, than selling my line to garages and hardware 
stores. And from what I know, I’d say that contractors 

and dealers in the electrical line 





“They do, sure enough. But 
they can manage to get along 
better without it. Psychology, 
you see, saves leg work by insur- 
ing the maximum number of sales 
per prospects visited; and we 
fattys can’t do much leg work 
and continue to look presentable, 





not unless the mercury’s down to 
zero.” 

“Well,” I said, “there are some 
jobber’s salesmen who are qutte 
comfortably plump, to put it 
mildly. They, at least, will be 
glad to read a report of your 
methods. How does psychology 
help to keep your O’Sullivans 
from running down too soon?” 

“Well,” he said, “I'll tell you 
fast enough, if you think it’s 
worth writing down. It’s prac- 
tical dope, this psychology of 
mine, anyway. But there’s noth- 
ing about it; just common sense.” 

“Someone said recently,” I in- 
terposed, ‘‘that a display of com- 
mon sense was one of the most 


W. H. Neville 





give place to no man when it 
comes to wanting and buying 
profits. But are jobbers’ sales- 
men, as a class, going to their 
customers with nice little bar- 
gains in profits? Well, it’s my 
guess that only the exceptional 
few are doing that. 

“No matter where you look 
you'll find it the same way—the 
salesman selling his line, what- 
ever that happens to be. Selling 
his line and throwing in a profit, 
if he remembers to do so, instead 
of selling profit and taking the 
customer’s order for goods. How- 
ever, the psychology of the thing 
is so simple that once it’s ex- 
plained to a wide-awake sales- 
man, he’ll never again sell goods. 

“Suppose you put yourself in 
the customer’s place for a little 
while and get his point of view. 
He’s in business for one prime 
object: to make more profit, or 
some profit. And it’s up to him to 
keep turning his working capital 





uncommon things in the world.” L 

“T call on the garage and hard- 
ware trade, and I got a line 
longer than the reasons why pro- 
hibition ain’t popular. But no 
matter how many different items 
I write into my orders, I never 
sell my customers but one thing. 
They pay for everything men- 
tioned in the order, of course, but 
what I sell them and what every 


this ! 


ing package.” 





Who’d ever thought it would come to 
It looks as though W. H. (Bill) 
Neville, manager of the electrical depart- 
ment of the Fairbanks Co., Birmingham, 
Ala., has a new job pushing around the 
ash can for the L. & N. railroad. 
lots of little things around the streets of 
Birmingham that Bill might pick up in 
his can but right now he is absorbed in 
picking up orders for the “bungalow wir- 


into goods and then turning those 
goods back into working capital 
again with a profit attached. 
What goods will best yield that 
profit? That's the problem that 
is making him gray-headed. 
“The material that enters into 
my goods, and the workmanship 
and utility don’t interest him one 
little bit unless he can see a profit 
(Continued on page 75.) 


There’s 
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WESTINGHOUSE 
ELECTRIC 





A Copy of this Catalogue, 7-A 
should be on every dealer's desk. 


It illustrates, and describes in detail, with 
prices, the full line of WWestinghouse-Cutter 
Industrial Lighting Equipment. 


Westinghouse Electric & Manufacturing Company 
George Cutter Works, South Bend, Indiana 


Westinghouse 

















24 THE JOBBER’S[~)SALESMAN 





Adventures of Hardluck Sam 


Our Hero Learns the Last Laugh’ Gets the Sweetest Echo 


EAR PHIL: There’s a lot said and written about 

D the mysteries of electricity. They're right; it’s 

full of mystery, and trouble. You know how they 

teach it, by comparing it to water flowing in a pipe. Har! 

Har! Like comparing a beanblower to a naval gun. If 

there’s a leak in a pipe all you do is follow along till you 
get a shower bath, and there’s your leak. 

Electrically, it’s different. You don’t find the leak—it 
finds you. Then the boys find you, and, after the pulmotor 
is sent back to the garage, you find yourself, propped up 
in bed, with a pretty (sometimes) nurse reading Ring 
Lardner to cheer you up. If you don’t believe this, you 
never stuck a test lamp across the 600-volt circuit. I did. 
Once! 

I’ll never forget the time a fellow handed me a bell- 
ringing transformer. I didn’t notice he was carrying it 
by the pigtails. The poor yap had it on D. C. for an hour, 
and it was red-hot. It burned the skin off my hand, and 
I heaved it through a showcase that cost me $4.85. 

Which also reminds me of the fellow I knew once who 
happened to get in the high-tension gallery in a big power 
house one day. Seems he got too inquisitive with a 33,000- 
volt line and stuck the point of a lead pencil at it. But he 
was too all-fired close, and the darned thing jumped over 
at him. The next minute we were picking him off’n a con- 
crete floor which he never knew he'd hit. You can monkey 
with buzz saws and get away with it, but this electricity 
stuff doesn’t even give you a chance to get away. 

The reason for this yelp is the fact that I just finished 
a volunteer job of trouble-shooting on a telephone switch- 
board, which is hell with a college education. This Matt 
Lansing of the Bowler Telephone Co. uses a world of 
stuff, and is tied up with the West Co. I blew in last Sat- 
urday, determined to swing him my way. 

I was just starting in the door when I heard Matt rav- 
ing. I just stayed outside till he gave it up and went back 
into the shop. Then I walked in. The operator was com- 
ing up for air. 

“What ails the boss, Miss Wehmeyer,” I asked. “Storm 
last night?” 

“No,” she says, “storm all week—him.” She pointed 
to the switchboard. 

“Maybe I can help him,” I offered. 

“You'll need help if you fall down on it,” she laughed. 
“Our D. S. C. man’s gone home with a black eye.” 

I stuck out my chest. “I ain’t no D. S. C. man,” I says, 
“but I did my bit.” 

“What?” she gasped, “you in the army?” 

“Sure, didn’t you see me duck when that tire blew 
awhile ago?” 

She hit my knuckles with a plug. “Stop fooling! Were 
vou sick in the army?” 

“Every morning, just before drill.” 

“Ain't you awful! Were you wounded?” 

“Yep, broke my collar-bone diving into an abri.” 


“Ha! Ha! Does it bother you?” 

“Not since I got my compensation.” 

“Tee hee!’ I see she was enjoying it. ‘‘Did you kill 
anyone yourself?” 

“No, darn it! I could never get the Colonel alone!’ 

“How wick-ed! Did you have plenty to read in 
France?” 

“T’ll say so! I learned nine shirts by heart.” 

“Oh, you think you're smart! Did you bring back any 
souvenirs ?” 

‘No, they made me take a bath at Brest.” 

I was wishing she was doing the buying, when I heard 
a chuckle in the doorway. There was Matt, grinning all 
over. 

“T heard it all,” he says, giving me the grip. 

“You folks saved my reason with that guff. I feel hu- 
man again.” 

Well, with a start like that, it wasn’t five minutes till I 
was into that board for dear life. Matt went out in the 
shop. 

No need to go into details. I played around for an 
hour like a plumber tuning a piano, and not a sour note 
could I find. I was that near quitting I looked for my 
coat, when I got an unhealthy jolt where it shouldn’t be, 
and presto! a low-down, ornery five-cent nickel had fallen 
into the board and lodged in the one place where nobody 
would look for it. 

“Fool’s luck,” I thought, ‘and now for the grandstand 
play.” I put the nickel back where I found it. Just as I 
straightened up, Matt came out of the shop, and through 
the front door walks Charlie Bliss, the West Co.’s sales- 
man, the most conceited bird in the state. So I set the trap 
for him, too. I told ’em I hadn’t found it. 

“T’ll find it,” says Bliss, “in thirty minutes.” 

“T’ll bet yeu ten dollars to a plugged nickel,” I says, 
“vou won’t find it in thirty minutes, and I’ll bet Matt 
fifty dollars against his battery contract that Bliss don't 
find it at all.”’ 

They both took me, and Bliss went to work. I could 
see by his tests that he learned ’em finding mag trouble on 
his Ford. He kept fooling around, and when the half hour 
was up I gave ’em the razz for seven bells. Still Bliss 
kept on, and about two minutes later he stood up with a 
dirty sneer. 

“Matt wins and I lose—by a couple of minutes. Here's 
the nickel I owe you, Sam, a bit dusty from laying in that 
board,” he says. 

Say, the place reeled around me! While I was trying to 
keep out of a faint, one of the linemen came out of the 
shop and handed Bliss a book. “Here’s your manual, 
Charlie,” he says, “you left it in the shop a while ago.” 

Do you get that, Phil? The dirty, crooked bums 
watched me from the shop and seen me put that nickel 
back ! 

Merry Christmas, anyhow. 


SAM. 
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BUSS PLUG FUSES 


Packed 10-at-a-time in a Self-Selling Carton 


on which are printed full instructions, so that the purchaser may understand clearly when and 
how to remove a blown fuse and replace it with a new one. This information is worth many 


times the cost of the full carton of fuses to the customer. 
The Carton 


FULL CARTON-10 PLUG FUSES -7O+ Sag? ff Automatically 


Biss Fisk s = (@ Sells 10-at-a-Time 






















Few peovie have a supply 


APPROVED AND PeRiovicaity TESTED Br UNDERWRITERS LABORATORIES Fuses and the handy carton sells itself. 





The convenient form and size of the 
carton; the rich colorings of the carton 
and the counter and window card make 
an attention-compelling display that re- 
sults in many sales not only of BUSS 
Plug Fuses but of other electrical ap- 
pliances. 


ELEC he pees aes od SAFETY YACVE 








The counter card, which is furnished with 
each standard package, is a great sales- 
man for the dealer. Sturdy. Practical. 
Shows the Plug Fuses in the cut-out, the 
10-at-a-time carton, and tells the whole 
story at a glance. 


The BUSS Plan of Merchandising Plug Fuses 


is educating the customer to properly fuse electrical circuits and discouraging the use of expe- 
dients by pointing out the hazard of improperly fusing or tampering with ‘electrical circuits. 





It is providing an incentive to the customer to lay in a supp'y of 
Plug Fuses for emergencies. 


It is increasing unit sales, helping the sales effort of the dealer, 
quadrupling his turnover and increasing his profit many times. 


It is lifting Plug Fuses out of the rubber-covered wire class and 
making them articles of stable merchandise. 


It is giving the dealer an unprecedented opportunity of rendering 
service to his customers, increasing the popularity of electrical 
goods and more than ever establishing his store as the place to 
purchase electrical apparatus and supplies. 


Narcurbale g = Keep a Supply at (ai 
A CLEAR WINDOW Plug Fuse eg tor émergencies 
Each and every BUSS Fuse packed in a 10-at-a-time no aE er eee | 
carton is Guaranteed to have a CLEAR WINDOW. Com- 
pare the BUSS Plug Fuse with any other. Clear Window 
means that you see the inside of the plug fuse from the 
outside. 
Any new, unused BUSS Plug Fuse taken’ from 
a 10-at-a-time carton not having a Clear Window may be : se Se —" @ 
returned to the factory for replacement at our expense. Tw @ be 
BUSS Plug Fuses are superior in every detail of material 


and construction. Approved in all sizes by Underwriters’ ELECTRICITY 'S SAFETY VALVE’ MEANS er 4 
i ' ONLY B j 
Laboratories. . USS FUSES 





a +e 
BUSS 


met 
ae § 


ms! 











TELL YOUR DEALER CUSTOMERS ABOUT THE BUSS CLEAR 
WINDOW PLUG FUSES IN THE 10-AT-A-TIME CARTON 


BUSSMANN MFG. COMPANY, St. Louis, Mo. 


BUSS FUSES 
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OW I LANDED 












told by 


Just a Little Salve 
M’ April road trip was clear 

sailing, getting new accounts 
without much difficulty, and only here 
and there which I 
managed easily to overcome. When 
I reached Albany, there an 
electrical jobber, one of my best pros- 


a few obstacles 
was 
pects. I had been warned he was a 
hard man to best. I arrived early 
that day in Albany and at once set out 
to get an order to use as a bait with 
which to open up on my prospective 
jobber. 

order 
amounting to about $800, from an 
electrical store. Of course, the vice- 
president, who was the buyer at the 
jobbing house, referred me to the 
sales manager who at that time was 
out. I had to be in New York at six 
P. M. to meet an appointment. I 


I obtained a_ fair-sized 


spoke of all the merits of my line 
and luckily, as my sample case was 
a very heavy one, I asked him if he 
would kindly store it for me until I 























came back which would be on Mon- 
day (conversation taking place Fri- 
day). 

I noticed a card system this cor- 
poration had and commented upon it. 
This happened to have been inaugu- 
rated by the vice-president and about 
twenty minutes of generous chatter 
was exchanged. I left in good stand- 
ing as the compliments I gave him 
left an impression. 

He told me he would speak to the 
sales manager in the meantime. 


Little stories of 
unusual sales ~as 





salesmen. 


Monday morning I met practically 
the whole firm but after painting out 
all the free advertising, etc., they still 
hesitated on placing such large order, 
not knowing what the returns would 
be. I then sprang the $800 order on 
them, credited it to their account, 
and showed them that if a small elec- 
trical store right in their neighborhood 
could buy that much, then why under 
proper instructions and a proper can- 
vass, could not this particular mer- 
chandise be sold in large quantities. 
I left with a $3000 order, signed. 

By my getting the $800 order, I 
cinched the contract; by my calling his 
attention to his card system, I opened 
ground for a favorable discussion. 

Arthur Perlmutter. 


* * * 


Not Easily Discouraged 
EORGE LARSON and his bro- 
ther John (we'll give them these 
names principally because a name is 
better than a number to know a per- 
son by) were two big Swedish boys 
who owned one of the largest and 
most prosperous garages in Omaha’s 
wealthiest section. Their location on 
the busiest street in the section, the 
street terminating at the roads lead- 
ing to Lincoln, Fremont and other 
Nebraska towns of fairly good size, 
offered them the additional opportu- 
nity of gaining the trade of transients 
and tourists. Besides, their garage 
was the home of the boss’ Moline- 
Knight. 

With these things in mind I picked 
them out as being a good bet for my 
battery proposition which at that time 
I was pushing ahead of my other 
lines. Not only that, but I have al- 
ways contended that a storage battery 
service-station proposition is the best 
subject with which to approach a 
garage. 

Before faring forth upon my quest, 
I had first thoroughly convinced my- 
self that the proposition I had to offer 
was the best available at that time. 
So I chose a balmy afternoon in April 

















as a time at which, I thought, a man 
should feel good enough to buy a seat 
at the baseball game for five dollars if 
I tried to sell it to him. 

But when I pulled up to the door in 
my old oil can, I found that Sweden 
wasn’t affected by the weather the 
same as I was. 

“Good afternoon, Mr. Larson,’ I 
beamingly ventured, approaching the 
elder brother George as he was giving 
one of his wards a bath. 

“How are yuh?” acquiesced George, 
trying to decide whether I was a cash 
customer, a detective, a collector or a 
salesman. 

“I’m in very good health, thank 
you,” I announced, adding that it was 
a very beautiful day. 

“May I introduce myself as Mr. 

, representing The Blank Co. 
of this city?” I asked. 
What’s under your hat?” 
said Larson, not venturing a hand- 
shake and it being my policy to let 
the prospect start such nuptials, I 
passed it up. 





“Sure! 


“Mr. Larson,” I proceeded, “if you 


~ 


[GARAGE] 





can allow me but a few minutes of 
your time, I’d like to make you ac- 
quainted with one of the best storage 
battery propositions to be had to- 
day.” 

“Nothing doing,’ butted in Larson, 
“T’ve had every storage battery prop- 
osition on the market put up to me 
and I can’t see any of them. They’re 
too much trouble, too much expense 
and take too much room and every- 
thing else.” 

“By the way,” I broke in, ignoring 
his rebuff, “Isn’t that Moline-Knight 
over there Mr. C—’s of my company 


os conbaha aaa 
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An Everyday Experience of 
“‘Big Three” Dealers 


“One thing more, Madam. I have shown you 
the many advantages and the high grade con- 
struction of the ROTAREX Washer and the 


ROTAREX Ironer. I have explained their 

RETAIL PRICES many exclusive features. But I do not hope 
to take your order until I have convinced you 
that you are safe in dealing with the manufac- 
turers of these two machines.” 


“Never mind, Mr. Dealer. I have been a warm 
friend of the Apex Electrical Distributing 
Company for a long time—ever since I bought 
my APEX Electric Suction Cleaner. I don’t 
need any proof of the company’s high quality 
standards and responsibility. Indeed, you 
y couldn’t sell me any other Washer or Ironer 
“Uy, GG than these. Please deliver them as soon as you 
5A CLOTHE 6, WASTER can.” 
stare the RoTAPEX 


Now $137.50 





Not only the product but the manufacturer, 
too, must be SOLD, as every successful 
dealer knows. 


Why burden yourself with the endless extra 
work of selling three or even two different 
CU DP YoY % » ‘nanufacturersP Consider how much this 
bes 44 Aud eat? part of the jobbers’ and the dealers’ work is 
ELECTRIC SUCTION CLEAHER — simplified by “The Big Three” proposition. 


Now $52.50 


Cumulative and certain are the results to 
the dealer no matter which of these three 
great labor saving appliances his customer 
purchases first—the APEX Electric Suc- 
tion Cleaner, the ROTAREX Home 
Double Roll Ironer, or the ROTAREX 
Electric Clothes Washer, “Built to do 1o,- 
XK 000 Washings.” 





Rs Ze STARE 


HOME DOUBLE ROLL IRONER Write for our proposition on any one or all 
Now $137.50 al on 


Three Sizes three of these leaders. 








The Apex Electrical Distributing Company 


1067 East 152nd Street CLEVELAND, OHIO 
Export Office and Show Room: Canadian Factory: 
561 Eighth Avenue APEX ELECTRICAL MFG. CO., LTD. 
NEW YORK, N. Y. 102 Atlantic Avenue, TORONTO, ONTARIO 
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and isa’t that Packard Mr. D—’s of 
the First National?” 

“Yes, they are,” said Larson, sur- 
prised, and the temperature rose a 
few degrees. 

I proceeded getting back to the sub- 
ject. 

“Mr. Larson,” 
heard every proposition but the right 
one, I guess, and that one is mine I’m 
Mine doesn’t cost you a cent to 


I began, “you've 


sure. 
start, will not take up a great deal of 
your time and requires little or no 
space. The battery itself is a thor- 
oughly tried-out proposition—40% of 
the submarines of the United States 
are equipped with them. There is no 
other battery on the market which em- 
bodies so many replacement types as 
this; there is no other battery on 
which there have 
plaints than this; there is a fine mar- 
gin of profit in its sale and less liabil- 
ity of its return for repairs in its 


been fewer com- 


guarantee peried than any other—in 
fact its the ideal service-station bat- 
tery.” 

“Well, I’m afraid I’m not interest- 
ed,” broke in George while I was 
catching my breath. 

“I should worry,” I thought, and 
fired away. 

“T do not ask you to invest one cent 
in my proposition, Mr. Larson; all I 
ask is that you allow me to place post- 
ers around your garage, transparent 
signs on your windows, a large sign 
over your door announcing that you 
recommend G— batteries and allow 
me to in every way direct the trade to 
you. You need not stock batteries or 
parts, unless you so wish, but may 
draw upon our stock and use our serv- 
ice station to send your customers to 
when their batteries need recharging. 

“My proposition, as I said, calls 
for no immediate financial outlay un- 
less you care to go further into the 
subject. All I ask of you is that you 
always recommend the G— battery 
and never pass up an opportunity to 
make a sale. When you obtain an or- 
der, choose from this little informa- 
tion book the type you need and I will 
have the battery in your hands the 
next day.” 

He laid down his hose and brush. 

I went on to explain the features of 
the battery itself, relate actual experi- 
ences others had had with it and in 
general make him believe he was get- 
ting something for nothing (which 


ean’t be done). It happened though 


that I had two contracts ‘“D” and “B”’ 
on which I could sign him, the former 
providing the dealer act as merely a 
sales agent, the latter providing he 
act as a service station; my little act 
was to get his name on the first and 
later the second contract. 

“Well it sounds a little fishy, but it 
may be all right,” he finally yielded. 
“T don’t want to do anything without 
my brother first knowing about it. 
Petter see him. He’s in the office.” 

I found brother John reclining in 
the office looking as if he didn’t worry 
whether the batteries were on earth 
or at the bottom of the ocean. I ex- 
pounded the same line to him that I 
had to his brother but just as I 
thought he was interested, out he went 
to fili up a cash customer’s gas tank. 

This customer taken care of and the 
brother having entered the office, I 


stood in the doorway and put it to the 








You can have three guesses as to who 
this is, then after the third guess we’ll tell 
you it’s Roy Worth, manager of the Seattle 
house of the Pacific States Electric Co., 
all dolled up for a climb to the top of Mt. 
Rainier. Looks like a diver’s suit he has 
on, but it can protect against water as well 
as cold, even though it isn’t used in deep- 
sea diving. 


both of them. They finally agreed 
that a 80% profit without having to 
work hard to get it wasn’t so bad 
after all and after a little careful 
maneuvering I had my pen in their 
hands and their name on the contract. 

But, as Goldberg would say, “It 
didn’t mean anything.” Maybe not 
but they thought it did and I had their 
interest and belief that they had tied 
themselves up to a good thing which, 
of course, they had. 

I didn’t get an order that day, 
didn’t ask for one, nor did I the next, 
but instead, covered their windows 
with and the beams in the 
garage with posters, furnishing them 
also with catalogs and plenty of lit- 
erature. 

During the few weeks following I 
took pains to buy all the gas for my 
“lizzie” at Larson’s Garage. 

One day about three weeks after 
my first visit, it was Larson himself 
who first broached the subject of serv- 
ice station. I snatched at the opening 
and before he could get away, ex- 
plained how he could make 80% on 
recharging and 50% on sales and re- 
pairs under my “B” contract. In- 
stead of trying to get his order, I 
asked him to stop in the next after- 
noon at the office so that I might show 
him our stocks and let him convince 
himself as to the service we were in a 
position to render. 

The next day Mr. Larson appeared 
promptly as promised and, instead of 
showing him the one department, I 
led him through our entire establish- 
ment. Before Mr. Larson left my 
desk that afternoon I had sold him a 
motor-generator set, a lead-burning 
outfit, panel board and stock of bat- 
teries and parts with the promise that 
I'd be out to help him put it up. 

My story may end at this point but 
I believe The Blank Co. still have the 
Larson Garage on their books as ex- 


signs 


cellent credit and a thorough booster 
I hope so at least, 
but the point I want to emphasize is 
that turning from one who would like 
to have thrown me into the street, the 


for the jobber. 


Larson Garage developed into an ex- 
cellent customer and booster. 

Mottoes may be the “bunk” all 
right, but I believe, in going after an 
order, “Follow the line of least resist- 
ance’, a little stunt which we all know 
electricity does—and when it starts it 
usually gets there. 

P. G. Douglass. 
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None 
Better 
Than 
The 
“BEST” 














“The BEST” 


Duplex Plug Is 


It’s Own Salesman 


CONSTRUCTION: In the 
“Best” Duplex Plug we offer 
the trade an original device, 
simple and sturdy in construc- 
tion and embodying a new 
interior which is mechanically 
and electrically perfect. No 
solder is used and the body of 
the Plug is made of special 
composition which is _heat- 
resisting. 


PACKING: Furthermore, the 
“Best” Duplex Plug is easy 
selling and quick selling, as it 
is packed in attractively de- 
signed and colored hoxes and 
containers. A successful appeal 
to the eye is half the sale. Be 
convinced by ordering a carton 
today and display this attrac- 
tive container on your counter. 


Standard Unit 
N “RB Fa Case Carton 
o. 500 est 240 6 


Duplex Plug 


—And the “BEST” Push-Thru- 
Switch Plug Has Advantages 
Which Will Result in Immediate Sales 


The new No. 1150 “Best” Heater Plug with Push-Thru-Switch has ad- 
vantages which are immediately obvious and can easily be turned into 


profits by live wire dealers. 


In construction it combines the features of the well known No. 935 “Best” 
Heater Plug within the Bronze Contact Terminals of the Bulldog Clip 
‘Type, and in addition is equipped with the “quick-make-and-break” action 
of our guaranteed Push-Thru-Switch. It is built for long life and perfect 


service; it is a sure seller and a profitable one. 


Standard Unit 

Case Carton 
No. 1150 “Best” Heater Switch Plug 250 10 
No. 935 “Best” Heater Plug 250 10 


Jobbers, write today for full details regarding the complete 
“Best” Line and HYLITE Metal Specialties. 


List 
Price 
$1.35 
50 


HENRY HYMAN'’& COMPANY, INC. 


476 Broadway, New York 
212-216 West Austin Avenue, Chicago, III. 





List 
Price 


$1.00 
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Finally Got a Toe-Hold 
“ ELL 


in landing Buser on your list. 
I’ve been calling on his Royal High 


me how you succeeded 


Meaness for seven seasons, and he’s 
still tighter than loose money. I 
couldn’t lift a trial order out of him 
with the Panama dredging equipment. 
Everybody I’ve talked with offers the 
same complaint. Old Skinflint Star- 
ford asks me monthly why I don't get 
But that’s Skinflint’s 
modus operendi. The house hasn't 
much as a_ receptacle 


Buser’s order. 


sold him as 
screw in its fifteen years of existence. 
But old Skinflint would have me be- 
lieve that he was our heaviest buyer 
until I’d gone in and killed us some- 
how. And now the firm expected me 
to go out and reclaim old Buser and 
sell him big orders of our stuff.” 

“How did get 
Johnny McFadden. 

“T merely knocked him for a row 
of Kohl Rabi,” confided Spike Me- 


Cain, “but keep this account under 


you him?” plead 


your hat. 

“T know how hard he is to sell, but 
he’s worth winning. His orders are 
prompt, regular and big. I worked 
him three for a toe-hold. I 
might as well have spent my time cul- 


years 


tivating sunbeams for all the results 
I baited him with dinners and 
Told him good stories 


I got. 
choice cigars. 
and fed him up on trade gossip. 
Praised his wife and reviled his en- 
emies. Played every card in the deck 


with never more than a chance to 
grease the pot. 
“One night 


course took me down under the Belt 


while in town, my 


Line. Fellow stepped out from be- 
hind a girder. ‘Got a match, Buddy?’ 
he asked. 

“ ‘Sure,’ I replied accommodatingly, 
reaching into my pocket to get one. 

“A curt laugh caused me to look up 
into the yawning mouth of an Army 
45. 

“ “Come on, little lamb, I want your 
wool,’ and without another word he 
went through my pockets and fleeced 
me for three hundred and seventy-nine 


ir i= i 
dollars and some odd cents. This ex- 
perience and loss stuck with me and 
served me well. 

“Two months later I was coming 


the same route. I reached the Belt 


Line along about midnight. Before 
walking into the gloom, I wisely 


stopped and lifted a brick from the 
wall. 

“Pardon,” spoke a voice, “have you 
got a match?” 

“Sure,” I replied drawing back the 
brick and landing it flush on the point 
of the chin before me. Then I took to 
my heels leaving the matchless wreck 
behind me. 

“Next morning I called on Buser. 
Buser with iodine, cotton, bandages 
and adhesive tape, soothing and hold- 
ing together the ruins of an erstwhile 
formidable chin. 

““What?’ I cried wildly. 

















B. B. Neutra, one of the “Live Wires” 
of the Schimmel Electric Supply Co., Phil- 
adelphia, who is again on the territory in 
eastern Pennsylvania. Ben recently had a 
thrilling experience in trying to show a 
thoroughbred who was boss. Ask B. B. 
how it feels to be a horse-killer. 














‘““*Automobile accident,’ he lied la- 
conically and winced. 

“Immediately I went into my grip. 
Took out my first aid kit. Resorted 
to my hospital experience in France. 
Undid the chin and smeared it with a 
coat of analgesic balm, remarking 
that our housé supplied all its sales- 
men with this emergency kit which 
was a glib justifiable falsehood, for 
the victim warmed up toward the con- 
siderate house I represented. I re- 
bound the chin neatly, and waited. 

“The analgesic got to running 
smooth as grease, relieved the pain, 
and slowly a look of gratitude began 
to spread itself over the upper half 
of Buser’s face. 

““Have an order waiting for you 
here, providing you can promise de- 
livery within this week, he offered 
without invitation. He ordered 
three ‘Temporarily Outs’ and gave 
me a nice sizable list of stuff besides. 
I wired the order in. Bought the T. 
O.’s from a competitor. Buser was 
satisfied, booked and 
booked with me since, and—”’ 

“Call that salesmanship,” cut in 
McFadden sarcastically, “looks more 
like assault with intent to kill, and 
yet you seem to take pride in capital- 
izing upon this assault.” 

“Call it what you damned please, 
I’m selling Buser. Are you?” con- 
cluded McCain pointedly. 


* * * 


Cashing In on Ads 


66 NE of your dealers cornered 

his local Saturday Post mar- 
ket? How so, Jones?” queried a 
friendly enemy at the recent jobber’s 
meeting in Cleveland. “I’ve heard tell 
the last thousand years has been the 
closed season for new ideas.” 

“Not on the Pacific coast, apparent- 
ly,” chuckled Jones, 
« prominent manufacturer. “I’ve come 
to the conclusion that, whatever else 
that coast climate may be, it is a 
medium par excellence for growing 
brains. 

“As you may have noticed, we are 
spreading the gospel of electric clean- 


has_ stayed 


salesman for 
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GOOD MODERATE 
PRICE IMMERSION WATER 
HEATER:THAT RETAILS FOR $2.75 





Jobbers and Jobbers’ Salesmen are invited to consider ten sales points of 
this heater. A sample will be sent upon request for test and demonstra- 
tion. Your comments and suggestions will be appreciated. 


Fully guaranteed. 7. Heating element in direct contact with 
Price within the reach of everyone. the water—no heat waste or delay. 
Current consumption under 660 watts. 8. Element renewable for a few cents. 


Operates on any voltage, a.c. or d.c. 
Boils a glass of water in 20 seconds. 
Portable as a curling iron. 10. Sold as compact package product. 


9. Extra elements for sale like razor blades. 


> OT 99 BD 


This device is sold through established electrical channels, with full pro- 
tection for jobber and dealer and with systematic sales promotion work on 
our part to develop the market. 


W. G. POWELL, 23 Duane St., New York 


Sole Distributors for ELECTRO HEATER CO., Inc., Washington, D. C. 
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ing through double pages in the Sat- 
urday Evening Post. Of course, we 
expect more from the dealers than 
their usual co-operation, but we never 
expected anything so clever as the 
scheme of this coast man to corner the 
Post market. 

“Our advance notice about the ad 
gave him his hunch. On inquiring at 
the local news stand he found that 350 
people had the weekly Post habit. To 
him that meant 350 potential custom- 
ers. He bought up the entire issue 
containing one ad, arranging with the 
news dealer that every one who in- 
quired for a copy at the news stand 
should be directed to his store for 
their copy. 

“On the appointed Thursday he 
handed over to each of the 350, as 
they streamed into his shop, a Satur- 
day Evening Post stamped with his 
compliments and calling attention to 
the ad. 

“Of course, the recipients wanted to 
know what the premature Christmas 
gift meant. Their questions gave him 
an opening for a sales talk in an at- 
mosphere as thick with good nature 
as this room is with smoke. After 
a while, he reports, his job degener- 
ated into taking down the sales his 
new customers made to themselves. 
Neat way of turning our national ad- 
vertising very much to his own local 
advantage?” 

“Huh!” grunted a competitor of 
Jones, “if he’s a sample of your dis- 
tributors, no wonder you can afford 
million-dollar space.” 


* * * 


Fixed Up a Customer 


ID you ever sit in the office of 
the manager of a small central- 
company and have his line- 
man just happen to walk in with a 
list in his hand of some material he 
needed? ‘“‘Ain’t it a grand and glor- 
ious feeling?” But if he should walk 
in and say, “Mr. Perkins, those 500 
cross-arms you ordered from 
(mentioning your company) came in 
yesterday and we just noticed they 
are all wrong. They are drilled for a 
52” carriage bolt instead of 3g” which 
we always use.” Then you would ap- 
preciate “When a feller needs a 
friend.” I did. 

Perkins spoke only one short word 
of four letters but gave me a look that 
spoke volumes, got up from his chair 
with me a close second, and started for 
the door. I followed. On the way to 


station 





where the arms had been placed we 
walked faster than I could think and 
as far as I got mentally was to hope 
that the foreman had looked at only a 
few and that the bulk were OK. But 
there they were with six holes for the 
pins which I knew were special spac- 
ings and going thru the arms at right 
angles to these, three smaller holes of 
exactly the same size. The center 
hole was, of course, all right for the 
thru bolt and if only he had some 52” 
carriage bolts. I had said this aloud 
and Perkins sarcastically answered 
that it was too bad he didn’t as then 
all he would have to worry about was 
some special cross-arm braces to take 
those large bolts. I knew he was 
ready to use those arms, had all his 
material for that new line and that he 
must get at it immediately. 

Back at his office I put in a call for 
the Cross Arm Company. Another 
shipment of arms even although they 
were of a special size and spacing 
would be quicker to get than special 
hardware. But luck was against me. 
While I was waiting for the call, Per- 
kins showed me that his original order 
read correctly and when I got the 
Cross Arm Company they had no more 
of the blanks and could not tell when 
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What is home without a mother, and what 
would Nate Harvey, vice-president of the 
Illinois Electric Co., Chicago, be without a 
stogie and a golf club? Nate is looking 
at his ball, wondering what he should call 
it for not making proper connections with 
his war club. The “wop” in the background, 
as Nate fondly refers to the other golfer 
in the picture, is Fred Skeel of the Crouse- 
Hinds Co. Mr. Harvey has just made ar- 
rangements to distribute a new invention 
of Fred’s. Don’t ask us. Ask Nate. 


they would have more. I was up 
against it but so was my customer and 
he certainly was telling me so. To be 
sure, I could tell him we would credit 
the arms and we either use them for 
firewood or get credit from the manu- 
facturers if it was their mistake, but 
that did not help him build that new 
line. I wondered whose mistake it 
was. Our acknowledgment of the 
order would show. Perkins got it. 
We had done it, and nobody had no- 
ticed it. When the order was read back 
after being copied in our office the 
mistake was not caught and in spite 
of ihe notice printed on the form that 
it was a copy of his order as we had 
entered it and if not correct should be 
called to our attention at once, Per- 
kins had not seen the error. (I have 
often wondered if they ever do.) He 
evidently thought of this for his atti- 
tude changed at once. Just because a 
girl struck a 5 instead of a 3 we had 
500 cross-arms which were about as 
useful as an icebox in Greenland. If 
she had struck a 1 or a 2 instead we 
could have drilled the holes larger 
but— Then I had an idea. (Two 
years before I had also had one, that 
I might become a salesman, but this 
present one seemed reasonable.) Why 
not bush the holes down? We could 
take a few cross arms from our stock 
and have some wood bushings made so 
that there would be no difference in 
the wood. Some care would be neces- 
sary to get them the right length and 
inside and outside diameters but after 
getting some samples approved and 
the machine set any good wood-work- 
ing shop could turn these out accu- 
rately. When the arm is up, there is 
a round washer at one side and the 
brace at the other, both held tightly 
against the bushing and arm by the 
carriage bolt. We could have the sam- 
ple lot of bushings mailed that day. 

All this I went over with Perkins 
and he agreed to try it. I got the 
house on the phone, carefully ex- 
plained the situation and emphasized 
the importance of getting the sample 
bushings made and mailed that day. 
By this time Perkins seemed consider- © 
ably relieved and I guess he had been 
worried about getting that new line 
thru that fall. At any rate, he gave 
me a nice little order saying he appre- 
ciated what I had done but I am afraid 
I had been thinking more of somebody 
else when trying to get things fixed 
up. You see, it was my girl who 
copied that order. 
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Show Your Dealers How They Can Make 
An Extra Profit on Every Electrical 
Appliance They Sell for Christmas 





Show them that every sale of a lamp, a perco- 
lator, an iron, a toaster, a vacuum cleaner, a 
room warmer or other appliance will mean the 
sale of one or more HEMCO Twin-Lite Plugs, 
if they will just display them. 


Tell your dealers to remind people, by displays 
in window and on show-case, that a HEMCO 
Twin-Lite Plug will enable them to use any 
appliance on a socket without having to do with- 
out the light on that socket. Exveryone who has 
an electrical appliance needs a Twin-Lite Plug. 
And everyone who gives an appliance for Christ- 
mas should make the gift complete by adding a 
‘Twin-Lite. 

Thousands of dealers have proved that displays of 

appliances with HEMCO. Twin-Lite Plugs not only 


sell plugs, but increase sales of appliances. 


One dealer says: “A day and a half after we put our dis- 
play in the window our stock in the store was exhausted 
and we had to make raids on the window. People came 
in one after another and asked for ‘a double socket like 
those in the window’.” 


Now is the time to sell HEMCO Twin-Lite 
Plugs. Between now and Christmas you 
can roll up a big volume of sales on them. 
For effective co-operation, write to 






GEORGE RICHARDS & CoO. 
Dept. 16 557 W. Monroe St. Chicago, III. 


George Richards & Co., New England Agents 
344 E. 40th St., Pettingell-Andrews Co. 


New York City Boston, Mass. 


Pacific Coast Agents 
Geo. A. Gray Co. 
589 Mission St., San Francisco 


HEMCO 
WIN-LITE 


MADE OF CONDENSITE 
WILL LAST A LIFE TIME 
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Jobbers with automotive depart- of $600,000 worth of wiring business than they can help and it only takes 


ments have a continually growing field 
The automotive industry 
has eight funda- 
mental products: 


to work on. 


Automotive 
Field Big automobiles, mo- 
tor trucks, farm 
tractors, airplanes, motor boats, motor- 
cycles, farm lighting units and sta- 
tionary internal-combustion engines. 
There are millions of these in use and 
the rapid depression on each type of 
equipment offers an active market for 
parts and accessories. 

During 1920, two million auto- 
mobiles were produced. In 1921 the 
output will be 60 per cent or about 
1,200,000 machines, of which about 
800,000 will be Fords, indicating a 
movement towards economy. 

Trucks produced will be at the rate 
of about 35 per cent of normal. 


From this it might naturally be de- 
duced that the demand for accessories 
and new parts should be greater right 
now than if the automobile factories 
were working at capacity. Business 
is there to be obtained by those who 
go after it. It’s a case of being on the 
job at all times. 

* * 

House wiring campaigns are now in 
order. What can be done along this 
line between central station, jobber 


and dealer has 
House- Wiring been aptly illus- 
Campaign trated in the re- 


sults of a cam- 


paign now in progress in Omaha. 

This campaign was inaugurated by 
the Nebraska Power Co., of that city. 
Before launching the house wiring 
drive a survey was made of the entire 
city and a new list built up, totaling 
4,500 unwired houses. Then with the 
assistance of the telephone company 
it was possible to develop a list of 
2,500 selected names of homes in 
which a telephone but not an electric 
lighting system had been installed. 

The power company then went to 
the electrical contractors of Omaha 
through their organization and pointed 
out that there was in the neighborhood 


available in the territory. A number 
of them agreed to participate in a di- 
rect-mail and house-to-house solicita- 
tion of this business based on a unit 
cost per outlet for the wiring. 

Although the drive had been on but 
a comparatively short time, the results 
of the first three days’ canvass proved 
what can be accomplished in such a 
campaign. Postal cards and first let- 
ters, which even carried a sample of 
wire, were sent out to 176 prospects 
and were followed with calls by the 
contractors’ representatives on 116 of 
them. Eleven contracts were imme- 
diately obtained and 62 were in the 
opinion of the salesmen, live pros- 
pects whom they believed could be 
persuaded to wire within a very short 
time. 

Few people want to be without the 
convenience of electricity any longer 








“Altogether now for a little harmony, 
boys,” says R. F. McDonald, sales mana- 
ger of the Fobes Supply Co., San Francis- 


co, Cal. Mac is on the left, Bruce Brown- 
lea in the center and L. C. Moore on the 
right. Messrs. Brownlea and Moore are 
two of Mac’s highsteppers. Moore is still 
looking for the birdie. 


a little sales effort now and then to 
“bring the majority of them across.” 
The jobber and jobber’s salesmen 
should add all the impetus possible to 
these campaigns and start them them- 
selves whenever and wherever pos- 
You profit equally as well as 
This one 


sible. 
the dealer and home owner. 
particular instance shows what can be 
done along these lines. 


* * * 


“Electricity,” said no less an au- 
thority than Dr. Steinmetz in an ad- 
dress at Baltimore, “is the one solu- 
tion to the ser- 
vant problem. 
We have only be- 
gun the use of 
electricity in the home. The use. of 
electric ironing machines, washing 
machines, and devices for cooking and 
heating by electricity will grow tre- 
mendously. 

“In the near future, mines will be 
electrified and the cost of coal will 
be reduced. With that reduction will 
come a reduction in the cost of cur- 
rent. The growth of home use of 
electricity will be constant and will 
gradually reduce the servant problem 
until it ceases to be a problem at all.” 


Solution of 
Labor Problem 


* * * 


There are so many electrically wired 
homes in the country with no electric 
cleaners that it is my conviction that 
sales effort 
should be direct- 
ed to unpreju- 
diced new pros- 
pects, and not wasted in competition. 
Thus declared F. J. Gottron, general 
manager of the P. A. Geier Co., Cleve- 
land. The man who shrewdly avoids 
competition economizes in selling time 
and energy, asserts Mr. Gottron. If 
you can sidestep your opponents, you 
make more money. And this is possi- 
ble because the field is so broad. 

A survey of 1600 electrically wired 
homes recently made in Philadelphia 
showed that there were only 640 
cleaners in use in all these residences. 
In Erie, Pa., a partial survey, cover- 


Field for 
Cleaner Sales 
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For the Holidays and After 


Three Quick-Selling, Profit- 
Making Specialties 


Tucker’s Always Ready 
Electric Hot Plate 
Retails at $3.75 


Complete With Stand 


Element unequalled in quality. 
Guaranteed for one year. No. 16 
Heater Cord. Strong and durable. 
110 Volts, 660 Watts. Nickel 


plated. 








A real electric hot plat complete 
for $3.75. Every dealer in the 
country will buy at least 25. 
Many will buy thousands. 


Get every dealer to advertise it in 
his community. We will furnish 
the electrotype. A Quick Seller 
—WORK FAST. 














Tucker’s Efficient 
Warming Pad 


All Wool Sanitary Gray Cover. 


Holds the heat and wears like iron. The 
Unit will not rust or corrode. Can be 
twisted, folded or rolled without harm. 
It cannot be shorted. 

Heats universally on Low, Medium or 
High—our own Thermostat. Cutler- 
Hammer, 3-Heat Switch. 






To Sell 
at $8.50 








Tucker’s Violet Ray Generators 


Scientifically Perfect. Strong and Sturdy. Equipped with ap- 
propriate applicators and furnished in handsome and durable 
carrying cases. Two styles and sizes to sell at $15.00 and $30. 
Fully guaranteed. 


Write for Special Terms to Jobbers 


The Tucker Manufacturing Co. 


1372 West 3rd Street : : CLEVELAND, OHIO 


PACIFIC COAST OFFICE: CHICAGO OFFICE: 
U. S. Electric Co., 710 Polk St., San Francisco, Calif. 616 North Michigan Boulevard, Chicago, III. 
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Here are eleven reasons why the Mine & Smelter Supply Co., Denver, Colo., is one 
of the largest electrical supply houses in the Rocky Mountain states—ten live-wire 
salesmen and one hard-hitting sales manager, J. W. Ryall, who is the tall, auburn- 


haired gentleman in the center of the group. 


“‘What makes purchasing agents tremble.” 


This picture might also be entitled: 





ing in round numbers 38,000 wired 
homes, revealed but 1,100 cleaners. 
Out of 5,000 Cleveland homes sur- 
veyed there were but 1,720 which did 
their cleaning electrically. In other 
words, out of all the electrically wired 
surveyed nearly two-thirds 
were prospects for cleaner sales. If 
the proportion holds true throughout 
the country, then there is today a 
waiting market for more than 2,000,- 
000 And _ besides 
that, one must take into consideration 
the rapid increase in the number of 


homes 


electric cleaners. 


wired homes, which means a constant 
growth in the number of prospects. 
The salesman who can “beat the other 
fellow” to the new prospects sells 
faster and more easily than he who 
fights competitors. 

This is not a policy of fearing com- 
petition, states Mr. Gottron, but is the 
common sense policy of efficient sales- 
manship. Fighting is inefficient, waste- 
ful, The energy so spent can be put to 
more profitable use. 


* * * 


Early resumption of home building 
and other forms of construction is 
assured if contemplated building 

projects reported by 
Billions for the F. W. Dodge 
Construction Company may be 

taken as a criterion. 
Reports from this company show 
that contemplated building projects 
for the territory north of the Ohio 
river and east of the Missouri will 
probably reach the tremendous amount 
of $4,800,000,000, which under nor- 
mal conditions would indicate actual 
construction during 1921 of approxi- 
mately $3,200,000,000. 


The low lumber market now pre- 
vailing paves the way for a big reduc- 
tion in building costs. Thousands upon 
thousands of homes, so badly needed, 
will be built under these conditions. 

Such demands will naturally lead to 
steady production and universal em- 
ployment, which in turn will make for 
better general business activity and 
prosperity in the electrical industry. 


* * * 
The building and hydro-electric de- 
velopment program of the Southern 
California Edison Co. should be re- 


. assuring and en- 
Fine Outlook ascent tat. 
in California ae 


bers and _ job- 
bers’ salesmen in the southern extrem- 
ity of the Golden State. This 


company plans to spend millions of 
dollars in this work and it was re- 
cently stated by John B. Miller, pres- 
ident of this mammoth institution, that 
he had no doubt of the company’s abil- 
ity to dispose of every kilowatt of 
electrical energy which they are plan- 
ning to produce. 

The low price at which electrical 
energy can be produced and sold in 
the Rocky Mountain states combined 
with industrial and agricultural 
growth in this section of the country 
should enable every jobber’s salesman 
to continually increase his volume of 
sales. In fact, Pacific and Rocky 
Mountain states have one of the 
brightest “electrical outlooks” of any 
portion of the United States. Fruit 
growing, irrigation, mining, oil and 
lumber fields, and many other forms 
of agriculture and manufacture will 
contribute generously to the electrical 
jobber in time to come. 


* * * 


It is fortunate that horses are not 
required to produce horsepower, for if 
one horse could produce one horsepow- 
er, 19,000,000 of 
the 23,000,000 
horses in the 
United States 
would be occupied in producing the 
electric power now so satisfactorily 
produced by the central stations of 
the country. In 1902, however, 1,500,- 
000 horses would have been sufficient. 


Increase in 
Hp. Production 








Some jobbers are bringing their salesmen inside during the dull summer months 
to instruct them on the working of the inside forces, but it looks as though the 
Western Electric Co., Houston, Texas, has chased J. E. (Emmett) House outside 


to straighten up the yard and pile crossarms. 


And then maybe Emmett’s taking the 


student course again. Anyway, they’ve got him really working for once in his life. 


Kindly omit the bricks, Emmett old man. 
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247 W. 17th Street 
NEW YORK 




















has always been a 


priced to please the 
ger than ever. Your 
Holiday Stock is in- 
complete withoyt 


this and No. 92—another big seller—now $1.00. 


Stand Lamp Clusters — 


Whether you assemble the Stand Lamp your- 
self or Buy it Complete, see that it is equipped 
with Benjamin Clusters. 


The Wireless Cluster (on the right) groups 
the lamp receptacles into a neat compact casing. 
Easily wired. 


In the Adjustable Cluster, the Pull Chain 
Sockets are adjustable to any angle—for any 
depth of shade. 





We will be glad to send you a handsome assort- 
ment of wall hangers, posters, window display 
stands, easel counter cards, etc., to help you 
dress your holiday windows. 


Write to our nearest office for full information. 


847 W. Jackson Blvd. 
CHICAGO 





\ BENJAMIN 


e Products 
<< for Holiday Trade 
Put only Quick Sellers in Stock 


and Have a Heavy Purse and a 
Light Heart at the end of the year. 


The Original 
Two-Way Plug 


leader. - No. 292, 


with the Pull Chain, which allows the 
light to be switched on or off without 
disturbing the other appliances and 


thrifty, will go big- 





BENJAMIN ELECTRIC MFG. CO. 


580 Howard Street 
SAN FRANCISCO 
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Manufacturers Must 
Create Demand 
In his address before the fall meet- 


ing of the Electric Power Club, held 
at Cleveland Noy. 14, President R. J. 
Russell stated that while business is 
generally believed to be on the rise it 
was apparent that some manufacturers 
were not doing all that could be done 
to create new business but were con- 
tented with 


came their way. 


what orders naturally 
He said that in many 
cases manufacturers should spend 
more money in creating a demand for 
their products, appropriating amounts 
for the training of sales engineers as 
well as for the usual forms of adver- 
tising and sales promotion. He urged 
development of the field for the sale of 
motors among the machinery manufac- 
turers. 

S. L. Nicholson outlined the co-op- 
eration the electrical industry is giving 
to the government, especially fhe De- 
partment of Commerce in response to 
Secretary Hoover's invitation, which 
suggested the appointment of commit- 
tees to act with the department in re- 
organizing the work of the Bureau of 
latter is 
monthly statistics on production and 
stocks. 


Census. The developing 


* * * 


Electrical Credit Men 
Discuss Problems 

The outstanding features of the 
twenty-sixth annual meeting of the 
Electrical Credit Association, Central 
Division, held at the Hotel Drake, 
Chicago, November 17-18, were the 
discussions led by George A. Hughes, 
Edison Electric Appliance Co., Chi- 
cago, on “The Trend of the Times”; 
E. W. Shepard, general credit man- 
ager of the Western Electric Co., New 
York, on “Credits and Reconstruc- 
tion”; Stanley A. 
editor of Electrical Merchandising, on 
“Tackling the Big Job in 1922,” and 
M. W. Scanlon, Westinghouse Electric 
& Manufacturing Co., East Pitts- 
burgh, on, “The Business Outlook.”’ 


The general 


Dennis, associate 


discussion revolved 
around the problem “When and How 


to Use the Association Forms, and 


IGEST OF THE NEW 





With What Results,” the leaders being 
W. E. Sargent, Cutler-Hammer Manu- 
facturing Co.; Henry Schwab, Mon- 
arch Electric & Wire Co.; T. C. Rus- 
sell, Russell Electric Co.; H. E. 
Wilkins, Belden Manufacturing Co.; 
C. E. Vandel, Western Electric Co., 
Kansas City; A. V. Willett, Western 
Electric Co., Chicago, and H. H. Prib- 
banow, Julius Andrae & Sons Co., 
Milwaukee. 

B. P. George, Beardslee Chandelier 
Manufacturing Co., Chicago, was 
elected president; J. H. Taylor, Ben- 
Electric Manufacturing Co., 
vice-president, and Frederic P. Vose 


jamin 


re-elected secretary-treasurer. 
* * * 

S. E. D. to Co-ordinate 
Association Activities 

The directors of the Society for 
Electrical Development at a_ recent 
meeting considered the advisability of 
working out some plan whereby co- 
ordination of the activities of different 
associations in the electrical industry 
might be accomplished to the end that 
duplication of effort would be avoided. 
A committee was appointed by Vice- 
president J. E. Montague, in the ab- 
sence of President W. W. Freeman, 
to prepare a call to be sent to every 
national association requesting that 
representatives be nominated to meet 
and discuss the matter. During the 
discussion the relation between the so- 
ciety and local electrical leagues came 
up. The directors were of the opinion 
that it was advisable first to undertake 
to co-ordinate national effort and af- 
terward national and local efforts. 

* * * 

Two Interesting 
Meetings at Buffalo 

The symbolic burial of “Old Man 
Gloom” was one of the features of the 
October meeting of the Electric Club 
of Buffalo. 


off, and to the accompaniment of a 


The lights were all turned 
funeral march a band of bearers, 
dressed in monks’ caps and gowns and 
preceded by candle bearers, brought 
in a coffin labeled “Old Man Gloom,” 
and set it upright on the platform. 
After a brief sermon by E. D. O'Dea, 


, 





retail manager of McCarthy Bros. & 
Ford, expressing joy at the demise of 
the old crepe hanger, and announcing 
that his death and burial would be fol- 
lowed by the resurrection of ‘Miss 
Prosperity,” the lights were turned on, 
the cover opened, and a sprightly 
young girl dressed in ballet costume 
leaped out and performed a most ac- 
tive and entertaining dance. 

At the November 18 meeting W. E. 
Robertson, general manager of the 
Robertson-Cataract Co. and one of the 
directors of the Society for Electrical 
Development, spoke on “Gameness 
Under Fire.’ He congratulated the 
electrical industry as a whole on the 
high standard of ethics prevalent and 
urging a continuation at all times. 
He visualized the tremendous volume 
of business waiting for the industry 
and predicted big business for the 
contractor-dealer as well as the jobber 
and manufacturer. 

* * # 
Milwaukee to 
Promote Better Lighting 

The electrical interests of Milwau- 
kee, among which are the Chandelier 
Club, the Illuminating Engineers, the 
Electrical Contractors and Dealers 
Association, the Electrical Association 
of Milwaukee, the electrical manufac- 
turers and jobbers and the central- 
station company have combined forces 
to promote better lighting in Milwau- 
kee. The work is being carried on un- 
der the auspices of the Electrical 
Development Association of Wiscon- 
sin, successor to the Milwaukee Elec- 
trical Show Association. The officers 
are: President, R. M. Van Vleet; 
vice-president, Phil Polacheck; secre- 
tary, F. A. Coffin, and treasurer, P. C. 
Burrill. 

The association has already estab- 
lished a bureau, where all questions 
relating to the wiring of buildings and 
electrical illumination will be answered 
free of charge by experienced lighting 
experts. The association does not take 
contracts or sell fixtures, but part of 
its free service consists in furnishing 
approximate estimates on both. The 
main purposes of the association, how- 
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HERE ARE 


Five Cardinal Reasons 
For Jobber Distribution of the 
BEARDSLEE CARTON LINE 


High quality lighting equipment produced in quantities, 
extensively and intensively advertised to the trade, and 
priced right with a liberal jobber margin. 
All canopies, chains, arms, husks, bodies and ornamental 
parts are made of solid heavy gauge brass. The finish—a 
sand blast antique brass with polished high lights—is a 
ho genuine metallic finish, not sprayed or painted. 
Each chandelier and bracket is completely wired and as- 
sembled, including sockets, holders and glassware or can- 
dles, at the factory. Packed in sealed heavy paper cartons, 
labeled with illustration and catalog number. 
Can be kept on stock shelving as easily as any other pack- 
age goods. Deterioration and lost parts are eliminated and 
jobber profit on lighting equipment is real. 
Ten ready-made newspaper ads are furnished to dealers. 
Hundreds of dealers are running them in their local papers. 
Resulting inquiries are being turned into orders. 
You can’t sell to these dealers unless you have a stock—what 
do you say? 


BEARDSLEE CHANDELIER MFG. CO., 


218 So. Jefferson St., CHICAGO 


Manufacturers of a complete line of chandeliers and 
bronzes for every lighting requirement, including the 
now famous Denzar—the Unit of Day Brightness for 
commercial installations 
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Manufacturers Must 
Create Demand 

In his address before the fall meet- 
ing of the Electric Power Club, held 
at Cleveland Noy. 14, President R. J. 
Russell stated that while business is 


generally believed to be on the rise it 
was apparent that some manufacturers 
were not doing all that could be done 
to create new business but were con- 
tented with 


came their way. 


what orders naturally 
He said that in many 
cases manufacturers should spend 
more money in creating a demand for 
their products, appropriating amounts 
for the training of sales engineers as 
well as for the usual forms of adver- 
tising and sales promotion. He urged 
development of the field for the sale of 
motors among the machinery manufac- 
turers. 

S. L. Nicholson outlined the co-op- 
eration the electrical industry is giving 
to the government, especially fhe De- 
partment of Commerce in response to 
Secretary Hoover's invitation, which 
suggested the appointment of commit- 
tees to act with the department in re- 
organizing the work of the Bureau of 
The 
monthly statistics on production and 
stocks. 


Census. latter is developing 


* + * 


Electrical Credit Men 
Discuss Problems 

The outstanding features of the 
twenty-sixth annual meeting of the 
Electrical Credit Association, Central 
held at the Hotel Drake, 
Chicago, November 17-18, were the 


Division, 


discussions led by George A. Hughes, 
Edison Electric Appliance Co., Chi- 
cago, on “The Trend of the Times”; 
E. W. 
ager of the Western Electric Co., New 
York, on “Credits 
Stanley A. 
editor of Electrical Merchandising, on 
“Tackling the Big Job in 1922,” and 
M. W. Scanlon, Westinghouse Electric 
Co., East Pitts- 
burgh, on “The Business Outlook.” 
The 
around the problem “When and How 
to Use the 


Shepard, general credit man- 


and Reconstruc- 


tion”; Dennis, associate 


& Manufacturing 


general discussion revolved 


Association Forms, and 


IGEST OF THE NEW, 





With What Results,” the leaders being 
W. E. Sargent, Cutler-Hammer Manu- 
facturing Co.; Henry Schwab, Mon- 
arch Electric & Wire Co.; T. C. Rus- 
sell, Russell Electric Co.; H. E. 
Wilkins, Belden Manufacturing Co.; 
C. E. Vandel, Western Electric Co., 
Kansas City; A. V. Willett, Western 
Electric Co., Chicago, and H. H. Prib- 
banow, Julius Andrae & Sons Co., 
Milwaukee. 

B. P. George, Beardslee Chandelier 
Manufacturing Co., Chicago, was 
elected president; J. H. Taylor, Ben- 
jamin Electric Manufacturing Co., 
vice-president, and Frederic P. Vose 
re-elected secretary-treasurer. 

* * # 
S. E. D. to Co-ordinate 
Association Activities 

The directors of the Society for 
Electrical Development at a recent 
meeting considered the advisability of 
working out some plan whereby co- 
ordination of the activities of different 
associations in the electrical industry 
might be accomplished to the end that 
duplication of effort would be avoided. 
A committee was appointed by Vice- 
president J. E. Montague, in the ab- 
sence of President W. W. Freeman, 
to prepare a call to be sent to every 
national association requesting that 
representatives be nominated to meet 
and discuss the matter. During the 
discussion the relation between the so- 
ciety and local electrical leagues came 
up. The directors were of the opinion 
that it was advisable first to undertake 
to co-ordinate national effort and af- 
terward national and local efforts. 

* * # 
Two Interesting 
Meetings at Buffalo 

The symbolic burial of “Old Man 
Gloom” was one of the features of the 
October meeting of the Electric Club 
of Buffalo. The lights were all turned 
off, and to the accompaniment of a 
funeral march a band of_ bearers, 
dressed in monks’ caps and gowns and 
preceded by candle bearers, brought 
in a coffin labeled “Old Man Gloom,” 
and set it upright on the platform. 
After a brief sermon by E. D. O'Dea, 


, 





retail manager of McCarthy Bros. & 
Ford, expressing joy at the demise of 
the old crepe hanger, and announcing 
that his death and burial would be fol- 
lowed by the resurrection of ‘Miss 
Prosperity,” the lights were turned on, 
the cover opened, and a sprightly 
young girl dressed in ballet costume 
leaped out and performed a most ac- 
tive and entertaining dance. 

At the November 18 meeting W. E. 
Robertson, general manager of the 
Robertson-Cataract Co. and one of the 
directors of the Society for Electrical 
Development, spoke on ‘“Gameness 
Under Fire.’ He congratulated the 
electrical industry as a whole on the 
high standard of ethics prevalent and 
urging a continuation at all times. 
He visualized the tremendous volume 
of business waiting for the industry 
and predicted big business for the 
contractor-dealer as well as the jobber 
and manufacturer. 

x * # 
Milwaukee to 
Promote Better Lighting 

The electrical interests of Milwau- 
kee, among which are the Chandelier 
Club, the Illuminating Engineers, the 
Electrical Contractors and Dealers 
Association, the Electrical Association 
of Milwaukee, the electrical manufac- 
turers and jobbers and the central- 
station company have combined forces 
to promote better lighting in Milwau- 
kee. The work is being carried on un- 
der the auspices of the Electrical 
Development Association of Wiscon- 
sin, successor to the Milwaukee Elec- 
trical Show Association. The officers 
are: President, R. M. Van Vleet; 
vice-president, Phil Polacheck; secre- 
tary, F. A. Coffin, and treasurer, P. C. 
Burrill. 

The association has already estab- 
lished a bureau, where all questions 
relating to the wiring of buildings and 
electrical] illumination will be answered 
free of charge by experienced lighting 
experts. The association does not take 
contracts or sell fixtures, but part of 
its free service consists in furnishing 
The 


main purposes of the association, how- 


approximate estimates on both. 
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HERE ARE 


Five Cardinal Reasons 
For Jobber Distribution of the 
BEARDSLEE CARTON LINE 


High quality lighting equipment produced in quantities, 
extensively and intensively advertised to the trade, and 
priced right with a liberal jobber margin. 

All canopies, chains, arms, husks, bodies and ornamental 
parts are made of solid heavy gauge brass. The finish—a 
sand blast antique brass with polished high lights—is a 
genuine metallic finish, not sprayed or painted. 

Each chandelier and bracket is completely wired and as- 
sembled, including sockets, holders and glassware or can- 
dles, at the factory. Packed in sealed heavy paper cartons, 
labeled with illustration and catalog number. 

Can be kept on stock shelving as easily as any other pack- 
age goods. Deterioration and lost parts are eliminated and 
jobber rrofit on lighting equipment is real. 

Ten ready-made newspaper ads are furnished to dealers. 
Hundreds of dealers are running them in their local papers. 
Resulting inquiries are being turned into orders. 
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ane You can’t sell to these dealers unless you have a stock—what 
ibs do you say? 
Krowtly BEARDSLEE CHANDELIER MFG. CO., 


ty 


YT. 


218 So. Jefferson St., CHICAGO 


Manufacturers of a complete line of chandeliers and 
bronzes for every lighting requirement, including the 
now famous Denzar—the Unit of Day Brightness for 
commercial installations. 
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ever, are the dissemination of up-to- 
the-minute information on better light- 
ing among those engaged in the elec- 
trical business, informing the public 
through every effective agency of the 
value of better lighting in the home, 
in the office, the store and the factory, 
and finally backing up this publicity 
by means of actual demonstrations. 
The financial, physical, moral and 
artistic advantages of better lighting 
will be explained and emphasis will be 
placed on the fact that better lighting 
is easily within the financial reach of 
all who are able to enjoy even the 
moderate comforts and conveniences 
of life. The publicity is in charge of 
a publicity committee, the members of 
which are F. A. Coffin, J. C. Schmidt- 
bauer, and Arthur Polacheck; Charles 
L. Benjamin, of Chicago and Milwau- 
kee, has been appointed director of 
publicity. 
* * * 


Pacific Coast Section, 
N. E. L. A., Changes Name 

The Pacific Coast Electrical Asso- 
ciation was adopted as the new name 
of the Pacific Coast geographic section 
of the National Electric Light Asso- 
ciation at a general meeting in Del 
Monte, Calif. 
expressive of the scope of the organ- 


The new name is more 


ization and is less cumbersome than 
the old one. The change will in no 
way affect the relations with the N. E. 
L. A., with which it will continue to 
be affiliated. 

* * * 
Electrical Inspectors 
to Meet in Chicago 

The program for the seventeenth 
annual meeting of the Western Asso- 
ciation of Electrical Inspectors, to be 
held at the Hotel Sherman, Chicago, 
January 17-19, 1922, has been an- 
nounced, and it contains much that 
will be of interest to jobbers’ salesmen 
as well as other branches of the in- 
dustry. 

Following the address by President 
James H. Fenton will come addresses 
on “Army Signaling,” by Maj. J. O. 
Mauborgne, Sixth Army Corps; “In- 
stallation and Uses of Radio Equip- 
ment,” by L. E. Whittemore, Bureau 
of Standards; ‘Reduction of Life and 
Fire Hazards at Meter Installations,’ 
by J. C. Langdell, Hodenpyl-Hardy 
Co., Jackson, Mich.; “Safety First,” 
H. J. Burton, Consumers Power Co.; 
“Uses of Armored Conductors,” by J. 
M. Collins, secretary of the Electrical 
Contractors’ Association of Chicago; 
“The Power Requirements of a Physi- 


cian Using Electricity for Therapeu- 
tic Purposes,’ by Dr. J. W. Wigels- 
worth; “Identification of Grounded 
Circuit Wires,’ by A. R. Small, Un- 
derwriters’ Laboratories; ‘Unity of 
the Electrical Industry,” by speakers 
to be selected representing the elec- 
trical manufacturers, contractor-deal- 
ers and central-station companies. 

On the second day there will be a 
discussion of inspectors’ problems, fol- 
lowing which the delegates and visit- 
ors will go to the Underwriters’ Lab- 
oratories to witness tests of electrical 
fittings and materials. 

* * * 
University of Wisconsin 
to Have Meter School 

The first school for electric meter- 
men was held at the University of 
Wisconsin last January, and was such 
a success that another session will be 
held during the week beginning Jan- 
uary 23, 1922. The school is primar- 
ily for the benefit of employes of 
meter departments of central-station 
companies, instruction being given in 
the testing and maintenance of elec- 
tric meters. At the forthcoming ses- 
sion there will be a discussion of the 
rules of the Wisconsin Railroad Com- 
mission affecting electric meters. 


* * * 


To Cover Country With 
Radio Broadcasting Service 

On account of the success in radio 
telephone broadcasting, the Westing- 
house Electric & Manufacturing Co. 
has announced a plan of covering the 
entire United States with the service. 
The operation of the first radio broad- 
casting station at East Pittsburgh for 


the past twelve months has opened 


vast possibilities. From this station 
alone persons in Canada, New Eng- 
land, Florida, Arizona, the Dakotas, 
and at greater distances, have been 
able to enjoy the service. 


In order to cover certain parts of 
the country not reached by this sta- 
tion, the company has added three 
large stations. At Springfield, Mass., 
station WBZ supplies New England; 
at Newark, N. J., station WJZ takes 
care of the middle eastern and south- 
ern states; and at Chicago, station 
KYW services the middle and western 
states. 

The fact that the pioneer work has 
not been in vain is shown by the fact 
that although operating a full year, 
station KDKA at East Pittsburg con- 
tinues to interest more people as time 
progresses. The service started with 
the transmission of presidential elec- 
tion returns in November, 1920, and 
has progressed through the broadcast- 
ing of phonograph music, entire church 
services, speeches of prominent men, 
acts from theaters, musical recitals, 
reports of boxing contests, results of 
baseball, football and basketball 
games, complete minstrel shows, gov- 
ernment market reports, New York 
stock market reviews and national and 
international news. At Springfield, 
Mass., in addition to many of these 
features, there is a periodical talk to 
farmers about market and stock con- 
ditions. A feature of the Newark, 
N. J., broadcasting station has been 
bedtime stories for the children, ma- 
rine information, and talks on radio. 
The complete transmission of grand ~ 








Siete Wie, 


to 


Forest Home, near Los Angeles, was the spot chosen by the southern district of the 
California State Association of Electrical Contractors and Dealers for one of its re- 


cent meetings. 
ideas. 
Renard. 


Here are a few of those who assembled at the time to contribute their 
There was also some distributing done around the card tables, 


Ask Charlie 
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opera from the Chicago Opera Com- 
pany productions has been the feature 
of the recently established station on 
the Commonwealth-Edison building in 
‘Chicago. 

It is predicted that as a result of 
the diversified entertainment and in- 
formation which have been _broad- 
casted through these stations during 
the past year this service will prove 
of expanding value and distinctive in- 
terest to mankind. In all probability 
radio will be as popular in the home 
as the phonograph is today, and will 
be of as great interest to the public 
as the moving picture show. The pro- 
grams usually last for an hour each 
evening, and they are announced far 
enough in advance to enable everyone 
to know what is contemplated. 

* * 
First Sections of 
Salesmen’s Handbook Out 

Announcements has been made by 
the “Electrical Salesman’s Handbook” 
committee of the Commercial National 
Section of the N. E. L. A. that the 
units of the hand- 
book are ready. ‘These sections are 
entitled “Industrial Lighting” 
and “Lamp Equipment for Commer- 
cial and Industrial Lighting.” They 
are punched to fit the old handbook 
covers and may be had from the com- 
mittee at 50 cents each. 


first two new 


those 


As soon as 
practicable the remaining sections of 
the handbook will be revised and is- 
sued in the new form. 


* * * 


Century Company Entertains 
St. Louis Engineers 

A meeting of the Associated Engi- 
neering Societies of St. Louis was held 
at the plant of the Century Electric 
Co., St. Louis, under the auspices of 
the St. Louis Section of the American 
Institute of Engineers. Among the 
Hamilton, chief 
engineer of the Century Electric Co.; 
Prof. A. C. Lanier, Missouri State 
University; Hans Weitzel, designing 


speakers were J. L. 


engineer, Wagner Electric Co., and H. 
W. Eales, electrical engineer of the 
Union Electric Light & Power Co., St. 
Louis. 

* *& # 


Business Conditions 
In South America 

“We are just as responsible as the 
South Americans for the lull in trade 
between the continents,” said W. E. 
Leigh, export manager of the Inter- 
national Western Electric Co., upon 
his return from a five months’ trip to 


Brazil, Uruguay and Argentina. “As 
long as we refuse to accept the animal 
and agricultural products which form 
their main stock in trade, just so long 
will they find it impossible to buy from 
us the manufactured products of our 
country. 

“Three important factors are work- 
ing against our sales agents in the 
southern hemisphere. There are large 
stocks of American goods lying un- 
claimed at every South American port, 
most of them refused, when our dila- 
tory shipments delayed their delivery 
until long after the passage of their 
market; the exchange situation seems 
to be getting worse instead of better; 
and we are being underbid almost uni- 
versally by the Germans. Teuton 
representatives are swarming all over 
the continent taking advantage of our 
high prices. 

“The English firms in Brazil and 
the Argentine are in about the same 
fix as our own. Despite the exchange 
conditions which give them a decided 
advantage over us, they, too, are see- 
ing their trade go into the hands of 
the Germans, mainly because of labor 











Here is one of the men who have been 
responsible for the progress made by the 
North Coast Electric Co., of Portland, 
Ore., and Seattle, Tacoma and Spokane, 
Wash. His name is Albert Rives, and he 
is manager of the Portland house. Estab- 
lishing branches seems to be his forte, for 
he has just finished placing a branch in 
Spokane and is all set for another. His 
experience in the electrical game dates 
’way back to ’92. 


conditions in Great Britain. They are 
falling victims to the holdups in de- 
liveries which followed their recent 
strikes.” 

The majority of the Americans met 
by Mr. Leigh in South America are 
there attempting to collect overdue ac- 
counts. They are beginning to realize 
that the most satisfactory method of 
accomplishing their purpose is either 
to take what they can get now and 
write off the balance as a loss, or to 
split their bills by accepting some part 
in cash and allowing the rest of their 
indebtedness to run along with inter- 
est on long term notes. 

In the three countries he visited 
Mr. Leigh found business stagnant, 
dwellings hard to find, rents excessive, 
and the public utilities in sore need of 
financial aid. The last-named con- 
dition has resulted in the authorization 
of some increased rates in the Argen- 
tine. 

* %*+* * 


Gas-Filled Lamp 
Patent Infringed 

The Just and Hanaman tungsten 
filament patent and the Langmuir gas- 
filled lamp patent, according to the 
General Electric Co., have again been 
found valid and infringed in a decision 
handed down Oct. 29 by the Circuit 
Judge Julis M. Mayer in the United 
States District Court for the Southern 
District of New York. This decision 
was rendered in a suit for infringe- 
ment brought by the General Electric 
Co. against Nicholas Fabian, F. Alex- 
ander and the Alpha Electrical Lab- 
oratories, Inc., of New York. Both 
of these patents in previous litigation 
had been upheld by the United States 
Circuit Court of Appeals. 


* * * 


Missouri Electragists 
Indorse S. E. D. 

At the fall meeting of the Missouri 
State Association of the National As- 
sociation of Electrical Contractors and 
Dealers, the association went on rec- 
ord as endorsing the work of the So- 
ciety for Electrical Development and 
urged all its members to join the S. E. 
D. A. Penn Denton, a director of the 
Missouri association, gave an extended 
talk on the aims and accomplishments 
of the Society and pointed out wherein 
it would be to the distinct advantage 
of the contractor-dealers to give the 
society their full support by becoming 
active members in the organization 
and contribute to the support of the 
industry as a whole. 





December, 1921 








THE JOBBER’S [A)SALESMAN 











BEAVER 





MEN-— 


T brought out a big idea:— The crying 

need for better co-operation between 
the various classes of men engaged in 
the great business of supplying things 
electrical to the 7,000,000 wired homes 
of this country. Big as this industry 
already is, it is still a pigmy, still very 
young, when compared to the rapid 
growth we have to look forward to. 
This means that there is room for all 
real men —and like all young, rapidly 
growing industries it is attracting men 


Why the Convention? 


UST to further our understanding 

of each other. To swap ideas and 
hence increase our own store of knowl- 
edge. Tobring about greater co-opera- 
tion. 


For co-operation is the dominant 
note in Beaver’s Sales Policy. 


We are doing and will continue doing 
all possible to make Beaver Switches 
easy to sell—and stay sold—for we 
guarantee everything we make. 


Virile advertising in the trade papers 
keeps the progressive retailer up-to-date 


The Convention did a lot for all of us 


of vision who are going to be rewarded 
in the same way that leaders in other 
fields have becn rewarded. 


CO-OPERATION—TEAMWORK 
between the manufacturer and his job- 
bers, the jobber and his salesman, the 
jobbers’ salesman and the retailer, and 
the retailer with his customers (actual 
and potential)—that is vital for our 
growth and it must be based on mutual 
understanding and faith in each other. 


on the newest item that Beaver has put 
out. Attractive Sales Helps go a long 
way toward selling the goods for the 
retailer. And finally national consumer 
advertising—we are telling the American 
housewife about our “goods—she will 
come to the retailer asking for “Beaver,” 
who will soon learn that he can not offer 
her something else “just as good.” 


Men—for 1922—and it’s going to be a 
he-year—Beaver pledges itsaid —namely 
an up-to-date line, honestly made and all 
the sales help you ask for. Let’s go. 


BEAVER MACHINE & TOOL CO. 


625 NORTH 3rd STREET, NEWARK, NEW JERSEY 
Sales Office: 50 Church St., New York City 


SWITCHES 
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Notes About Jobbers 


Changes in Western 
Electric Personnel 

The Western Electric Co. has an- 
nounced changes in the executive de- 
partments of six of its distributing 
offices. A. V. Willett has been ap- 
pointed credit manager at Chicago; 
A. L. Perry has been appointed man- 
ager at Omaha; R. Mason has been 
appointed manager of the supply 
branch store at New Haven; E. R. 
Morgan has been appointed stores 
manager at Baltimore; A. W. Bates 
has been appointed stores manager 
at Detroit; H. L. Nash has been ap- 
pointed manager of the telephone 
distributing house at New Haven, and 
R. L. Colfax has been appointed stores 
manager in charge of the telephone 
distributing house at Pittsburgh. 

* * # 

New Jobber at 
Canton, Ohio 

The Electric Sales Co. has been or- 
ganized at Canton, Ohio, with offices 
at 188 Third street southwest, by O. 
L. Jeffries, who is also president of 
the Electric Sales Co. at Columbus, 
Ohio. The new concern is under the 
management of R. E. Baker, formerly 
connected with the Columbus com- 
pany, who states that it will do a gen- 
eral wholesale business, carrying a 


full line of wiring supplies and fac- 
tory material. The territory covered 
will comprise the northeastern part of 
Ohio. The company is capitalized at 
$25,000. 
* * x 

Voye Organizes 
Company at Boston 

Voye Electric Supply Co. is the 
name of a new jobbing house organ- 
ized in Boston by Edward J. Voye, 
formerly president of the George H. 
Wahn Co. Offices and warerooms are 
at 45 High street. 

* * * 

Erner Electric Employes 
Hold Christmas Party 

The Progressive Club, made up of 
the 100 employes of the Erner Elec- 
tric Co., Cleveland, held a Christmas 
party in the company’s club rooms 
December 9. A chicken dinner, danc- 
ing, music and singing occupied the 
evening. 


—_—~ 


* * * 


Robertson-Cataract Team 
Wins Championship 

The Robertson-Cataract Co. team 
won the championship of the Buffalo 
electrical baseball league, which was 
organized last spring with teams from 
the Buffalo General Electric Co., 
Westinghouse Electric & Manufactur- 

















Another scene from Mt. Rainier on August 80. From left to right are J. A. Kahn, 
president of the Capital Electric Co., Salt Lake City; G. A. Boring, Portland manager, 
Pacific States Electric Co.; Dave Harris, vice-president, Pacific States Electric Co.; 
Roy Worth, Seattle manager, Pacific States Electric Co., and Tracey E. Bibbens, pres- 


ident of the same company. 


It was the editor’s impression that the jobbers went to 


Mt. Rainier to discuss business conditions, but when he learned that the black bag in 
Dave Harris’ hand contained poker chips, he almost changed his mind. 





The original of this smiling countenance 
is R. E. Trask and can be found at the 
Electric Appliance Co., New Orleans, La., 
where he occupies the position of mana- 
ger of the automotive equipment depart- 


ment. He is smiling over the good time 
he expects to have in Chicago during the 
convention of automotive equipment job- 
bers. 





ing Co., Western Union Telegraph 
Co., Buffalo Electric Co., and McCar- 
thy Bros. & Ford. E. D. O’Dea of 
the latter company was president of 
the league, which played a regular 
schedule of games every Friday even- 
ing. The winning team received a 
silver trophy. 
* * * 

Breslove New Sales 
Manager for Krich 

Krich Light & Electric Co., New- 
ark, N. J., has announced the ap- 
pointment of J. S. Breslove as sales 
manager, succeeding Mr. Hamerslag, 
who has resigned. 

* * * 

Vacuum Sweeper Sales- 
men in Contest 

Salesmen of the Western Electric 
Co. have been given an opportunity 
this year to compete for an unusually 
interesting prize. The trio who ac- 
count for the most deliveries in their 
respective territories between Nov. 20 
and Christmas eve will enjoy a trip to 
Worcester, Mass., the manufacturing 
center of their sweepers, and a half- 
week in New York, where they will 
spend most of their holiday, dining, 
sight-seeing and theatre-going. The 
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The development of the residence doorbell has been closely 
linked with the development of electric service 



































This picture, appearing in popular 
magazines, illustrates the develop- 
ment of the modern doorbell. 


Every doorbell should now be 
rung ‘by central station current 


A step forward in electrical convenience is 
taken when the G-E Wayne Bell Ringer is 
specified as part of the electrical equipment of 
the new home—and the old homes, too, offer 
a fruitful field for bell ringer sales. a 


Bell ringers, as well as all other electrical ma- 
terial, can be sold only to wired homes. Wired 
homes are existent only where adequate elec- 
tric service can be obtained. For the most 
part, therefore, your business is dependent 
upon the expansion of your local light and 
power company. If the thousands of new and 
old homes in your community are to be sup- 
plied with electric service the local central sta- 
tion must have your friendly co-operation. 





The home electrical of the future is dependent 
upon the central station and electrical con- 
tractor-dealer, working together for their com- 
mon good, with the support of a sympathetic 
public. 

33A-95 


General@Ele ctric 


General Office Sales Offices in 
Schenectady. N'Y. Co mM Pp an y all large cities 





G-E All-Nite-Lite 














Sell the Electric To 
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Your dealers will immediately grasp the tremendo 
resale possibilities of the Tommy Iron. It sells: 
sight. The Electric Tommy Iron does hundre 
of operations that were never before possible. 
is quick, convenient, and any novice can use| 
The few surrounding illustrations are convincigt | 
proof of the convenience and efficiency of § ! 
practical operation in the home, store, school 
factory. 


ee ee 





It will pay you to get be 
Ready sales, popular appe 





TOMMY IRON MANGC 


1416-1418 PINE ST 
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omplete with attachments for both upright and 
flat surface ironing, six foot extension cord, 
wooden base and clamp, highly polished nickel 
plated. Length 12 inches, weight 5 lbs. when 
packed for shipment in individual box. 

tis popularly priced at $9.25, which puts it with- 
in reach of everyone. 


he manufacturers of the Electric Tommy Iron 
have instituted a strong Jobber Policy. 


the Electric Tommy Iron— 
ig profits. No competition. 
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Here is the other half of the picture shown last month, taken atMt. Rainer on last Aug. 30 when the Pacific coast section, E. S. 


J. A., held its periodical meeting. 
mount, third from the left. 


It’s rather hard to distinguish who they all are, but Dave Harpis can be seen on his trusty 
It’s just as hard to tell where they’re all headed for, but they’re on their way. 





company has divided the country into 
three districts for the contest. One 
prize winner will be chosen from each. 
The first district includes the branch 
offices at New York, Chicago, Boston, 
Philadelphia and Pittsburgh; the sec- 
ond those at San Francisco, Cincin- 
nati, Cleveland, Minneapolis, St. 
Louis, Detroit and Denver; and the 
third those at Kansas City, Omaha, 
Los Angeles, Dallas, Seattle, Atlanta 
and Richmond. 
* * * 


New House at 
Evansville, Ind. 

Crescent City Electric Co. is the 
name of a new jobbing house just es- 
tablished at 121 Upper First street, 
Evansville, Ind. The officers of the 
company are R. P. Oblinger, pres- 
ident; C. E. Roberts, vice-president 
and general manager; H. E. Rasmus- 
sen, secretary, and J. D. Meek, treas- 
urer. Mr. Roberts was formerly 
connected with the Western Electric 
Co. at Indianapolis. The other offi- 
cers hold similar positions with the 
Indianapolis Electric Supply Co., In- 
dianapolis. 

* * * 


Uhrig Retires from 
Western Electric Co. 
Fred B. Uhrig, for the past 40 
years an employe of the Western 
Electric Co., and known in practically 
every sector of America’s electrical 
circle, has retired from active service. 
He joined the company as an office 
boy in Chicago in 1881. The spirit of 
application and the sincerity of pur- 
pose which have marked his whole life 
showed themselves even then, and pro- 
motion came rapidly. By 1888 he had 





become editor and service man, and 
in 1895 he was credit man of the Chi- 
cago office. When the Denver branch 
was opened in January, 1903, Mr. 
Uhrig was chosen as its manager. The 
following year he went to Kansas City 
as manager of the distributing branch 
there; and with the exception of a 
short period in 1909 in St. Louis, 
Uhrig and Kansas City have been in 
western circles synonymous. He con- 








Fellows, here’s a man you ought to 


meet. He was one of the first men in the 
electrical business in Texas and his name 
is R. S. Wakefield, manufacturers’ agent 
in Dallas. R. S. is also publisher, man- 
aging editor, etc., of Wakefield’s Weekly 
Wallop, published, says R. S., when nec- 
essary and sometimes oftener. 





tributed more than any other man to 
the development of his company’s 
business in the Southwest between the 
Mississippi and the Rockies. 

H. N. Goodell, western district 
manager of the Western Electric Co., 
gave Mr. Uhrig a testimonial lunch- 
eon, attended by some 40 members of 
the Kansas City branch and promi- 
nent business men of that city. 

* * * 
New Sales Manager 
for Frankelite Co. 

C. F. Gottschalk, for the past 12 
years with the George Worthington 
Co., has severad his connection with 
that company to become sales man- 
ager of the Frankelite Co., Cleveland, 
manufacturer and jobber of lighting 
fixtures and other electrical supplies. 


* * * 
He Likes 
Our Game 
Haskell Smith, better known as 


“Hack,” is the son of Mr. Smith, of 
the Smith-LeVee Electric Co., Buf- 
falo. ‘Hack’ was graduated from 
the Buffalo University last June. He 
decided that there should be more 
sheepskins in the electrical supply 
jobbing business so he is now in 
charge of the wholesale store. Desk 
’n’ ever’thing. 
* * * 

Metcalf Wins 
Sales Contest 

Albert Metcalf, appliance salesman 
for the Smith-LeVee Electric Co., 
Buffalo, won a gold watch “off” his 
boss, L. E. LeVee, a few weeks ago. 
He sold more washing machines in a 
week than the others in his company 
in a contest—hence the watch. 
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dries, ship building and navigation 
companies, railroads, repair shops 


and factories where hard service 
S-9 Bulb 


9 Sunlight Carbon Lamps are particu- 
larly adapted to mines, mills, foun- 


would make impossible lamps with 


, delicate filaments. Furthermore, their 8.19% Bulh 1400 
low cost makes them a source of 


great economy where replacements 

are frequent. 

Sunlight Candelabra Lamps are in 

great demand for ornamental light- 

ing. Designed for standard lighting 

circuits, 110 to 125 volts. Inexpen- laa 
sive, Sturdy, Reliable. S-9 Bulb par- 

namental lighting 


ticularly adapted for theatre aisle 
lighting, signal lamps, dome and or- 
Sunlight Fractional Horse Power Mo- 
tors are in the popular 14 horse- 
power size. There are many oppor- 
tunities and the profit is big. 

Write us for special discounts to Jobbers. 

The Sunlight Electrical Mfg. Co. 
ene Ohio 





B-9'4 Bulb D-10 Bulb 


SUNLIGHT, 









Illustrations 
ee One Half 
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“ Again the silent wheels of time 
Their annual round have driven.” 


Every delegate, fortunate encugh to attend the 
Convention of the Electrical Supply Jobbers’ Assocta- 
tion, could not help being impressed with the spirit 
of optimism pervading the gathering. Not the least 
of the desirable results of the various sessions was 
that each delegate went home feeling that his con- 
freres in the industry were going forward with con- 
fidence and determination that 1922 would be a good 
year electrically. 

This sentiment is not confined to members of the 
Electrical Supply Jobbers’ Association, but permeates 
the whole industry. 


Those who during the past twelve to eighteen months 
did not allow themselves to become panic-stricken or 
stampeded into methods or policies which their normal 
business judgment would indicate as unsound, or who 
did not lose their sense of proportion, have found that 
the Electrical field is a good one in which to be, one 
filled with great possibilities. Those who are well 
grounded in their business and have familiarized them- 
selves with revised conditions, have a justifiable con- 
fidence that Electrical business in stability and in vol- 
ume is on the increase. 


Fundamental forces governing business in general, 
as well as underlying factors that apply to the Electrical 
industry, all forecast renewed activity. 


Inquiry reveals that this general attitude and feel- 
ing is no longer one of unthinking optimism, but based 
on tangible activity. 


Possibly no one so well as the printer can sense the 
increasing activity, for as the possibility of increased 
business is felt, manufacturers, jobbers and dealers 
begin their printing so that from the outset they may 
derive the added profit resulting from the increased 
business. The situation in our own business, one of 
the very largest plants in the country, evidences 
business on the up grade, by the number of inquiries, 
volume of business and increasing number of employes 
necessitated by it. 


“Printing—the Mother of Progress,” the slogan 
adopted at the recent convention of the employing 
printers of the United States and Canada, is pregnant 
with the demonstrated fact that printing is a dom- 
inating power in inaugurating and furthering business 
development. 


Our interests are so closely and vitally linked up 
with those in the Electrical industry that we are vir- 
tually a part of it. Our constant, intimate contact 
affords a knowledge and appreciation of the Electrical 


Supply Jobbers’ problems, and our progress in large 












measure is contingent upon the degree with which we 
are able to cooperate in helping you to be more 
successful. 


In your Electrical Supply jobbing business, aside from 
the ability of the personnel of your organization, the 
most potent factor in increasing your business is your 
catalog. While no catalog could create any spectacular 
increase in the volume of business that would be funda- 
mentally sound and worth while, it is a demonstrated 
fact that the efficient work of your sales group, par- 
alleled by the constant, daily, sustained, routine ef- 

ficiency of the well co-ordinated and 
modern catalog, will do more toward 
increasing the volume of your busi- 
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ness and making it 
more profitable to 
you than anything else. 


There is a relief for those 
Electrical Supply Jobbers who have here- 
tofore felt compelled to devote a tre- 
mendous amount of the time of their own staff (with 
its corresponding cost) to the preparation and com- 
pilation of data, the securing of cuts and preparation 
of copy for the printer. 


Our Column ee Unit Catalog, National Standard 
Size, is the solution to this problem. By its adoption 
we will provide you with a complete catalog, covering 
in illustrations and text any and all the lines you 
carry. You can readily select such pages as you 
desire from those already set in type and kept con- 
stantly up to date. All these pages are compiled by 


our staff of men of experience and practical knowledge 
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ADVERTISEMENT 





in your own Electrical field, who prior to acquiring 
the knowledge of catalog production were brought 
up in the Electrical industry. 


The advantages of our Column ee Unit Catalog, 
National Standard Size, embrace accessibility of in- 
formation, ready reference, intelligent grouping, proper 
illustration, legibility, compactness, flexibility of mat- 
ter, economy, elimination of compilation work on your 
part, good mechanical production in printing and 





binding, the delivery of com- 
plete up-to-date catalogs, truly 
representative of you and your 





——— 


H.STEWART ELECTRIC Co. 
‘OLD MINT BUILDING “eee 
37 & 3S NORTH SEVENTH STREET ‘ 
PHILADELPHIA 


October 26, 1521. 





Wynkoop-Hel lenbeck«Crawford Co., 
80 Lafayette Ste, 
New York City, BN. Y. 


Gentlemen; - Attention: Mr. F. &. Montgomery, Mgre 
Hiectrical Catalog Departments 





The order for our last catalog was placed with you after 
very careful investigetion: resulte show our selection 
to have been fortunste. 


Appearance, typography and size have received most favor- 
able comment in the trade. Your general practice of 

keeping illurtretions end descriptive price and package 

data together has proven especially convenient te our : 
customers, as it eliminates the necessity of first locating 
the cut and then looking elsewhere on the page for information 
concerning the item 


We trust that you are going to be able to put over your 
idea of thie new kind of electrical supply catalog. It 
certainly is a wonderful improvement, and se will be glad 
to ensver any inquires from your prospects. In our opinion, 
all catslege will eventually have to conform to your idep. 





Yours very truly, 


R. STEWART ELECTRIC 00. 
leone, Ii oA. 


“~ 4 
President 









Fe He STEKART oe+006P 


Sse 


goods, in a fraction of the time formerly 
required; in short, an Electrical Supply 
Jobbers’ catalog that will prove itself 
to be for you, as it has for others, a business-creat- 
ing asset. 


Those who have deferred the issuance of a new cat- 
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Wynkoop Hallenbeck Crawford Co., 
80 Lafayette Street, 
New York 


Dear Sirs: attention Mr, Samiel Graydon, T 
Our new Mill, Mine & Railway Supplie 


No, 916, which you made for us, has proved 
satisfactory book, and we take pleasure in ¢ 


SCALES 


our satisfaction with this catalog which you produced 
and BALANCES for us on your Colum Unit plan. 
te ol The increased type space afforded by your Na- 
5 tional Stendard Size pseze eppesils to us, es it reduces 
TRUCKS and the number of peges required for the same amount of 
WHEELBARROWS matter from that of our former book, with less bulk, 
The concise description accompanying each item edds 
CASTERS and to the catelog as @ selling medium, and in typography, 
DRAG SCRAPERS logical arrangement and compact style of compilation, 
it is excellent, 
} | ENGINES 
} | and PUMPS Prom past experience with catelogs of varying 
MACHINE TOOLS style, sizes and bulk, we very much favor your Colum 


Unit atyle made in the National Standard Size, end have 


Bee BS been glad that we ewarded the contract to you, 


NCH 
bg in aig As you will recall by referring to other of our 
| TRANSMISSION catalogs (such ss our Truck catalog which you also made 
} for us) and incidental pemphlets, we have favored the 
fr, CNEL, MINE ane National Standerd Size, 7% x 10-5/8, and will be glad 
RAILWAY SUPPLIES at any time to recommend your Colum Unit style and Na- 


AUTOMOBILE ana tional Standard size to any prospects you may have, 
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alog during the uncertain and demoralized conditions 
which have prevailed can now no longer afford to be 


without this vital and necessary business producer. 


That the spring of 1922 will usher in a pronounced 
increase in business is the conviction of the informed 
man, and those who are prepared for it from the 
first, will get the larger share of it with resultant 
profits. 


You can havea catalog that will mean as much to you 
as the catalogs we have made for others, as typified by 
the books for the three representative concerns whose 


recent letters are here reproduced. 


A representative, specially experienced in your 
particular Electrical field, is prepared to discuss your 
catalog problem intelligently with you. 





WYNKOOP HALLENBECK CRAWFORD CO. 


“Printing Headquarters” 


80 LAFAYETTE STREET 





Printers—Trade Catalog Publishers—Binders 


NEW YORK CITY 
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Bill Spicer Takes a Census 


And Finds Out That Electrical Men Could Help Business a Lot by Selling 
Themselves Some of the Appliances They Need 


HERE is one thing about old 

Bill Spicer that most of the 

rest of us lack. It makes no 
difference how bad business may’ be, 
how hard it is to sell goods, he never 
gets discouraged. You'll never find 
him down-hearted and talking hard 
times. He’s always the same old Bill. 

Of course, his sales fall off at times 
just the same as they do with every- 
body else, but that never seems to 
worry him any. He keeps right on 
going, and, if anything, the worse 
business gets the more cheerful he 
gets. I guess that’s because he’s al- 
ways figuring out some new way to 
get more business. He keeps so busy 
that way that he never seems to have 
any time left to think how hard times 
really are. 

I suppose that’s the main reason 
why he’s always leading the rest of 
the salesmen when the total record is 
chalked up at the end of the month. 
Now, when business is good, when it 
is easy to sell, I just can’t help feeling 
good and showing it. When it’s bad, 
I try to appear just as cheerful, but 
everybody knows darn well that things 
are not going good with me. 

But Bill always seems to be sincere. 
It always looks as though everything 
was going good with him, and the 
funny part of it is they always do 
seem to go good. That makes it worth 
something to talk with him when 
you're feeling kind of down at the 
mouth yourself. With me_ business 
hasn’t been as good as I'd like to have 
it for some time, so the other day I 
had a little talk with Bill just to get 
cheered up. Somehow I always seem 
to be able to sell more after I’ve chat- 
ted with him a bit. 

“Well, Bill,’ says I, “how’s busi- 
ness with you?” I’ve kind of got in 
the habit of asking everybody this 
question the first thing when I see 
them, and I usually get the answer 
“rotten.” That seems to be the only 
word that a lot of business men know 
these days. 

It sure is a lot different from the 
way it was early in 1920. Then when 
I asked anybody how business was 


By J. E. BULLARD 


they’d jump on me right away with: 

“Hey! You! Where’re those goods 
I ordered from you the last time you 
were around. That shipping depart- 
ment of your’s only shipped me half 
the order. How do you expect me to 
do business if you won’t ship me what 
I ordered?” 

There’s sure some difference, and 
how long ago those good old days 
seem now. 

Well, Bill didn’t answer, “Rotten.” 
He just said, “O! I can’t complain 
any, and he said it in a tone of voice 
that'd make you think that, if he 
wasn’t doing quite as well as he was 
when nobody could fill all the orders 




















have been in the 


Owen Barry 
electrical jobbing business only two years, 
but believe me, boy, in that time he has 
sure set some pace in selling electrical 
supplies until now he is the topnotch city 
salesman for the Gulf States Electric Co., 


may 


of New Orleans. No matter what con- 
tractor-dealer you call on in New Or- 
leans you'll always find that Owen has 
just been there—and probably left with 
something along the line of an order. 


he got, he was getting a good many 
more orders than he could be expected 
to get, and the truth of the matter is 
that that’s just what he is doing. 

“How do you do it, Bill?” I asked 
him. 

He didn’t pay any attention to that 
question. He was thinking about 
something else, and he says: “How 
much more business could you get if 
everybody in your territory who is 
working in the electrical business or 
selling electrical goods were all using 
them?” ; 

“T don’t know,” I answered. “I’ve 
never thought of it that way. Why? 
You got a lot of facts gathered on 
the subject?” You know Bill never 
springs any question like that unless 
he has a whole lot of facts up his 
sleeve. 

“Well,” says Bill, “I haven’t got 
all the dope I’d like to have, but as 
near as I can figure, if just all the 
people working for central stations 


‘that don’t use any electric appliances 


at all began buying them at once, the 
factories would have to work over- 
time to supply the demand.” 

“Maybe they would,” I agreed, “but 
I don’t see how that helps sell goods 
now.” 

“See here,” says Bill. “You're too 
darn pessimistic. How do you expect 
to sell goods if you're all the time 
looking for excuses for not selling 
rather than looking for reasons why 
people should buy? 

“That’s one of the big troubles in 
business today,” he went on. “Every- 
body’s keeping so busy thinking up 
excuses for not selling that they have- 
n't any time left to sell.” 

“Maybe you're right. Maybe 
you're right,” I said. There’s no use 
in trying to disagree with Bill when 
he talks that way because he’s sure to 
make you look like a fool before he 
gets through if you do. 

“T certainly am right,” he went on 
when he saw I wasn’t going to argue 
with him. “Just the other day, I was 
talking with one of my customers and 
he was complaining about hard times. 
Well, I asked him how much electric- 


> 
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Be Sure Your Dealers Understand 
Two Big EMERALITE Sales Helps 


LIBERAL NEWSPAPER ADVERTISING to millions of people in seventeen big cities 
from coast to coast; also in the American Magazine to 2,000,000 more. Every adver- 


tisement is numbered. All are reproduced with their numbers in a handsome dealer 
circular. The dealers will be given a schedule showing at what dates the various advertisements 


Daylight 


will appear in their cities. See 
that your dealers appreciate and 
act so as to get full benefit of this 
publicity. Have them dress their 
windows appropriately with the 
type of lamp being advertised at 
the time. We will send you upon 
request one of these dealer circu- 
lars and schedule of dates, to take 
with you. 


Attachment 


Without Extra Charge 
-Another Great Sales Help For The Dealer 


PATENT 


jm APPLIED FOR 


Without extra cost, and with no additional 
price put upon the lamp itself, this sight saver 
is now included with every new Emeralite. This 
attachment so modifies the light that it be- 
comes practically the same as natural daylight, 
and protects the most sensitive eyes from all 
strain and reflected glare. 


Take these two points up with all your Emeralite dealers. 
This is going to be the greatest Emeralite year. You can 
all cash in on the great buying impetus which has already 


been created by the public. 


H. G. McFaddin & Co. 


37 Warren Street 


New York City 
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Mr.Jobber’s Salesman, 


are you PREACHING the gospel 
of ‘More Convenience Outlets” to 
the Contractors, Dealers, Architects 
and Owners? 


The chandelier must be cast into the 
discard as a medium for supplying 
current to electrical devices. 


More Floor Outlets, Receptacles and 
Switch Boxes must be installed if 
current consuming devices are to be 
used daily as a necessity instead of 
as an occasional luxury. 





Fullman Improved 
Adjustable “Steel City” Non-Adjustable 
Floor Outlet Switch Box Floor Outlet 


WRITE FOR SAMPLE OF OUR NEW 


IMPROVED SWITCH BOXES 


TO SHOW TO YOUR CUSTOMERS 


Stee! City ES, Electrre Ca 


1207-1223 Columbus Avenue 
PITTSBURGH, PA. 


























ity he used in his home and what do 
you suppose he was using?” 

“Oh! I suppose he has electric 
lights and a flatiron,”’ I answered. 

“You've struck it about right,” said 
Bill. ‘That fellow had a flatiron, and 
a heating pad and a fan. That's 
every blessed electrical device he had 
in his house.” 

“What'd you do then?” I asked. 

“T just took him out and showed 
him my automobile. I asked him to 
count up the things on it that I sold 
and asked him to try to find anything 
on it of the nature that I sold and 
which was of a different brand. That 
kind of interested him and he looked 
that car over mighty carefully.” 

“What'd he think of it?” 

“He got the point alright. He ad- 
mitted that it was a bad thing to try 
to sell things a fellow didn’t use him- 
self and before I got through with 
him I’d sold him a washing machine, 
an electric ironer, a sewing machine 
motor and a toaster right out of his 


own stock.” 


“You did increase business there 
some then, didn’t you?” 

“Yes. I got the idea from a story 
a fellow told me who was in the life 
insurance business. It seems that 
some of the officials from the home 


| office were talking to the agents at the 


branch office about the value of life 
insurance and more especially about 
the value of a special policy they were 
issuing. There was one young fellow 
there who was just starting in and he 
was mighty interested in their talk. 
As soon as it was over he got each of 
four of these officers alone and asked 
them if they had one of these policies. 
Each one of them admitted that he 
hadn’t and this cub agent just went 
ahead and used the arguments they 
had given him on them. The result 
was that he insured each one of these 
officers and he got the commissions, 
too.” 

“Some joke on those officers, wasn’t 
it?’ I said. 

“Yes, it did kind of show them up, 
but it meant more business for the in- 
surance company. I figure we've got 
to do the same thing with the people 
in the electrical business. There are 
enough people earning their living in 
the electrical business and who are 
not using the appliances they should 
to keep business good even if the rest 
of the people don’t buy very much.” 

“How'd you know that?” I asked 
him. 

“Well, before I got through with 
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There Are 
Millions of 
Chances 
for the 
Little Gem 


In millions of wired homes all over the land, near the stores of your 
dealer customers, there are many chances for the Little Gem Sewing 








Machine Motor. 


There are countless opportunities for the 
jobbers’ salesmen to get dealers interested 
in this very profitable line. 

Once interested, the dealer will stick, be- 
cause there are no kick-backs. 

The Little Gem Sewing Machine Motor is 
easily attached, never gets out of order, is 


a good seller and pays the dealer a good 
profit. 


The Little Gem is easily attached, never gets out of order, is a good 
seller and pays the dealer a good profit. 


The Little Gem Sewing 
Machine Motor is made by 
small motor specialists. 
Their ability has been dem- 
onstrated by a complete 
line of high speed motors, 
grinders, vibrators, hair 
clippers and other electri- 
cal specialties. The Racine 
mark on a small motor 
means dependability to the 
dealer. 





Bracket fits any 
type of machine, 
and permits the 
motor to be turned 
in under the arm 
so that it is out of 
the way when the 
machine is closed. 














Operates from lamp socket, 110-120 
volts; D. C. or A. C., 25 to 60 cycles. 
The motor is 33@-in. diameter, 4 inches 
long and weighs only 35% pounds. 


Racine Electric Company 


Racine, Wisconsin 
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STANDAR 


Business conditions are 
better, but not yet good. 











Then why the big in- 
crease in sales of the 
“Standard ?”’ 





THREE HEAT 00 
12X15 — $900 





LIST PRICES 


110 Volt 12x153 Heat $9.00 
110 Volt 10x131 Heat 


with through switch... 5.50 
220 Volt 12x15 1 Heat 
with through switch.. 9.00 





ONE HEAT $550 


10X13— LIST 32 Volt 12x15 3 Heat..10.00 


With Feed Through Switch 32 Volt 9x12 1 Heat 
with through switch.. 7.50 











The pad that is stand- 
ing up in service year in 
and year out. 


Made in Four Colors: Tan, Red, 
Light Gray and Purple. 


Fully Guaranteed Two 


Years 


Write Today for the Reason. 
They Stay Sold. 





STANDARD ELECTRICAL APPLIANCE CO. 
Beverly, New Jersey 


Manufacturers of Heating Pads Exclusively 























that dealer I got him to take a census 
of the electrical appliances that his 
employes are using. They were not 
doing any better than he was. I’ve 
been getting the same kind of data 
from all the other dealers I could, and 
from as many central stations as I 
can, too. I haven't got all the figures 
yet and I haven’t been able to make 
the census very thorough, but as near 
as I can work the thing out close to 
half of the people getting all their in- 
come in one way or another from the 
electrical industry are not using any 
electrical appliances to speak of. 
There’s a lot of them who don’t even 
use electric lights.” 

“That sure looks bad,” I said. 
“Now don’t it? I’d never suspected 
that electric men and women had so 
little use for what they sell.” 

“Oh!” says Bill. “It’s the same in 
all lines of business. I wouldn’t be 
the least surprised to learn that the 
people in the gas business are using 
more electricity than the people in 
the electric business are. I know a lot 
of gas men who like to show people 
their electric appliances. And I'll bet 
that the people who work in the break- 
fast food factories eat less of the 
breakfast food they make than the 
same number of people in no way con- 
nected with its manufacture eat. You 
know a manufacturer rarely ever has 
as good sales in his own home town as 
he does in some other town a thousand 
miles away.” 

“What are we going to do about 
it?” I asked Bill.. 

“When anybody talks to me about 
hard times,” answered Bill, “I follow 
the example of that life insurance 
agent and start right in selling them 
appliances for their own use. I get 
them to take a census of their own 
employes and I show them how I’ve 
fixed up my automobile with the elec- 
tric automobile accessories that we 
sell. That usually works. Anyhow 
it gets them to thinking and they us- 
ually quit making excuses for not sell- 
ing more goods. Go ahead and take 
a census like this and you'll be sur- 
prised at the results.” 

While I sat pondering over this 
Bill left me to go in and see the boss 
and be slapped on the back for making 
the record that he’s been making when 
all the rest of us are falling down. I 
guess it’s about time that I oiled up 
my old head piece and set it to work. 
I’m sure it’s just as good as Bill’s, 
but maybe I haven’t been using it as 
much. 
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Good Workmen 
Appreciate Good Wire 


While wire is very much alike in outside 
appearance, differences in quality of 
manufacture are well known to the 
workman who is responsible for a satis- 
factory installation. 





The thirty year old reputation of 
PARANITE for highest quality of 
materials and manufacture is based 
upon countless individual opinions 
formed from performance experience. 


Sell the contractor the wire that he 
and his men take pride in using— 


F's PAR ANITE 1s ncnt 


— 
— 
TU 


Indiana Rubber & Insulated Wire Co. 


Chicago Office: 210 So. Desplaines St. 
New York Office: Thomas & Betts Co., 63 Vesey St. 


Factory and General Office: Jonesboro, Indiana 
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“QNILETS” 





Reg. US. Pat.Office 


“A fitting for 
every requirement’ 


When you put your foot inside your cus- 
tomers door; when you meet him face to 
face in the battle of business you can bring 
Appleton Products to the front on a four- 
square, no apologies basis: 


“Unilets” and other Appleton Conduit Fit- 
tings have been designed to meet electrical 
requirements. 


No matter what the difficulty or unusualness 
of the wiring problem, there is a fitting for 
the purpose made and intended. 


The line is complete—that’s your first stake 
in any argument. 


“Unilets” and most other Appleton fittings 
are made of steel. They are handled easier, 
because they are lighter and there is more 
wiring space, and that’s a big item. 


“Unilets” are furnished in either Black En- 
ameled or Hot Galvanized finish. Other fit- 
tings in Black Enameled or Electro-Galvan- 
ized, according to where they are to be used. 


You'll be better satisfied with your own judg- 
ment than our say so, if you'll look over our 
catalog and check us up. Will be glad to send 
you one. Write today. 





APPLETON ELECTRIC COMPANY 
GENERAL OFFICES AND FACTORY: 
1703 Wellington Avenue at Paulina 
CHICAGO 


BRANCH OFFICES 


ST. LOUIS 
917 Pine Street 


NEW YORK 
55 Barclay Street 


SAN FRANCISCO 
509 Mission Street 







ae — 
The Plant aN i, 
Behind e\ Ss 
Appleton poo SS 
Products “1 WN \ 
-—— = 1 sy Ps | 4 
- ‘ee lk Appleton Products 
ae ot 
' a 4 Include: 
oe be ae “Unilets,” Outlet 
ol LS Boxes and _ Covers, 
! Di > fal Laundry Fittings, 
; jae in tt Locknuts and Bush- 
~~ ad ae nk ings, Meter Terminal 
“a ae peg od Fittings, Entrance 
a PHO sal Fittings, “Pa grip” 
4 4 Metal Molding and 
cp | usb 3 Fittings, Conduit 





—— z Clamps and Hangers, 
also Switch Boxes. 
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What the Jobber’s Salesman 


Can Do 
OW CAN I boost the electrical 
business? If each salesman 


would ask himself this question, then 
sit down and analyze present condi- 
tions, there is no doubt that the elec- 
trical trade would progress much 
faster. 

It is a pity to see the way some of 
them go after an order. They have 
not analyzed present conditions and do 
| not talk intelligently on their product. 

All they seem to be interested in is an 
order. 

It is true that to get the buyer’s 
| name on the dotted line is our ultimate 
point, but in the electrical business 
intelligent methods must be used to 
get it. 

One can go in to 90 per cent of the 





' electrical stores throughout the coun- 
| try and find merchandise on the 


dealer's floor and shelves that have 
not moved for months. The reason for 
that is this; 90 per cent of the elec- 
trical dealers today are not mer- 
chandisers. 

Who has the power to convert the 
electrical dealers into merchandising 
men? The jobber’s salesman. 

Some of the methods used by elec- 
trical salesmen to get an order is to 
knock their competitors or carry wild 
tales to the dealers. 

Only recently have stories leaked 
out that some salesmen preached to 
dealers. In one case a dealer was told 
that a washing machine manufacturer 
had 5000 washers on hand and no 
buyers. Another tale was that a man- 
ufacturer lost over $200,000 in inven- 
tories. 

Do tales like these, whg¢ther true or 
not, help the salesman get an order 
for his merchandise? No, they do not. 
What effect have they on the dealer? 
As one dealer put it, “Why should I 
buy now, when there is so much mer- 
chandise on hand. If there are no 
buyers this merchandise will sooner or 
later be thrown on the market at re- 
duced prices, and where would I get 
off?” 

It is easily seen then, that this sales- 
man not only hurt his own business, 
but he also made it hard for the next 
man. 

All of this sunimed up, brings out 
just one point. That the electrical 
salesman must be an educator and not 
an order taker. He should know his 
product thoroughly, and should see to 
it that his dealers and all of their 
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The Range for Double Service—Electricity and Coal 


A masterpiece combining the mechanical and the artistic 


EALIZING the popular demand for 

electrical cooking we have combined in 
compact form a complete electric and coal 
range, practically the only one of its kind in 
the United States. 


HE Magee ElectriCoal, 46’ in length 

and 58” in height to the center of the 
electric oven, is dual in its makeup, one-half 
being devoted to electricity and the other to 
coal, which offers the convenience of using 
both fuels at one time, or independently, as 
the case may require. 


HE electrical equipment (“Edison”) in- 

cludes an electric oven, a broiler and 
three cover units, with an attachment for 
connecting washing or ironing machine, flat- 
iron or other similar devices. 


HE electric oven, insulated on all sides, 

is a perfect Fireless Cooker, baking 
being accomplished after the electricity is 
turned off, resulting in maximum economy. 


HE coal range is complete in every de- 
tail, from the very reliable baking oven 
to the efficient brass coil for heating water. 


HE Magee ElectriCoal is made in beau- 

tiful gray Por-cel-a (fused enamel— 
washable) or in original black, both nickel- 
trimmed, with polished top surface and white 
enamel splasher. 


HESE ranges are so carefully packed 

and crated, with instructions so com- 
plete, that they can be shipped and installed 
anywhere. 


The Magee ElectriCoal has practical merit—and 
every one you sell, sells another. Send for booklet. 


MAGEE FURNACE COMPANY 


(Dept. P.) 


Boston, Massachusetts 
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with 





Adjustable Nozzle 
& Detachable Base 


SELLS WITH LESS EFFORT 





Opened and Mounted 
on Base 


There may be articles 
that “sell themselves.” 
We doubt it and we don’t 
claim the SUNNY is one. 
We do claim that the 
SUNNY sells with less ef- 
fort than any other dryer 
on the market. Note its 
exclusive advantages. Ask 
any woman who owns a 
hair dryer whether she 
would not prefer to have 
it possess the same ad- 
vantages and see how 
quickly she answers yes. 


The SUNNY Dryer is 
equipped with a patented, de- 
tachable stand allowing free 
use of both hands for thor- 
oughly and efficiently drying 
the hair—the user can sew, 
knit, read or otherwise occu- 
py herself while her hair 
is being quickly dried. 


The adjustable nozzle fea- 
ture permits the air to be 
directed at any desired angle 
—when out of use the SUN- 
NY folds so that it can con- 
veniently be carried in a 
small bag. 


Dealers are easily sold on 
the SUNNY and what’s more 
they find sales come readily 
to them. 


Our extensive trade jour- 
nal advertising is creating 
the demand. Why not sug- 
gest to your sales manager 
that our proposition might 
interest him. 


John Jorgensen Company, Inc. 
NEW YORK CITY 


120 Liberty St., 











salesmen, who help sell his products 
to the consumer, know all about his 
merchandise. : 

Another thing the jobber’s salesman 
must do in order to get repeat busi- 
ness often, is to see that his dealers 
know the value of hiring salesmen to 
sell his merchandise. 


Some of the jobbers’ salesmen claim 
that they are selling nationally adver- 
tised products and also that their 
house periodically mails out sales 
helps to all of his dealers, so therefore 
it is not necessary for him to educate 
his dealers or give them any assis- 
tance. It is very true that sales-helps 
are a very good thing, but they lack 
that personal contact, which so many 
dealers must have to make them see a 
certain point. Therefore these sales- 
helps do not carry as much weight as 
a personal talk. 

The jobber’s salesman should there- 
fore impart his knowledge of the elec- 
trical business to the dealer each time 
he calls on him. That is, give him hints 
at all times. Suggest new methods of 
selling, suggest attractive window dis- 
plays (which are sadly being neglect- 
ed), suggest advertising ideas, etc. 

The salesman who studies and 
knows all of these things can not help 
but succeed. So for the good of the 
electrical business be a booster, and 
above all be an educator. 





“Don’t Knock the Other 
Fellow” 


By Arthur Merritt 
- HERE are two things to be 


remembered in all advertis- 
ing,” says Jay J. Keith, advertising 
manager of Altorfer Bros., manufac- 
turers of the A. B. C. Electric Laun- 
dress. “They are: Be truthful; be 
constructive—don’t knock the other 
fellow.” 

This statement is just as true in 
the advertising of any other line as it 
is in advertising of washing ma- 
chines. The local dealer or jobber 
should remember in his local adver- 
tising that it takes money to build 
good idea is to spend 50 per cent to 
main aims of national advertising; 
to build permanent good will, to edu- 
cate the public to the use or need of 
the machine advertised, and to sell 
goods. The first builds trade for the 
future and the last is to sell goods, 
as it says. 

In view of the fact that many 
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A convenience plug 


TS UNUSUAL length provides a solution 
to the problem of connecting an electrical 
appliance to a socket equipped with a glass 
THE 
EXTRA LONG PLUG shade. 

Maximum efficiency and ready sales will 
be obtained for appliances equipped with this 
plug, because its merits will instantly be rec- 
ognized by anyone who has had occasion to 
use a short plug. 

















A marked improvement 
in electrical equipment 
that will find a wide 
variety of uses. 


A new development in the line of Arrow 
Standard Interchangeable Plugs and Recep- 
tacles. 


THE ARROW ELECTRIC CoO. 
HARTFORD, CONN. 


RROW 


The complete line of Wiring Devices 


vs t 
Va ee 
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EASY TO SELL 
and STAYS SOLD 





The heating pad that does the right thing mechanically. 






34 gauge special 
alloy wire 
spirally wound 


Asbestos yarn 
core and cover 


Mr. 
Jobber :— 


Public’s sold on 
the “‘idea’’ of 
heating pads. 


*““Vitonet’’ gives 
the service 


that’s wanted. Thermostat 
with platinum 
contacts. 


It's easy to sell 


and stays sold. Note looped 


wires 
absolutely 
prevent 
breaking off 





You'll profit by 
handling this 
pad. —> 





VITONET eliminates multiplicity of connections and ac- 
cessory switches. 

Reliable thermostat keeps the heat at a safe curative or 
palliative temperature. 


One of the largest insurance companies insures every one 
of these pads in the hands of users anywhere in the United 
States for one year from date of purchase. 


VITONET is guaranteed for one year against defects. 
Write today for terms and proof of these points. 


THE VITONET CORPORATION 
143 Liberty Street New York City 




















manufacturers spend thousands of 
dollars to build up good will, the job- 
ber or dealer should be careful not 
to destroy this good will in any way. 
A recent bulletin issued in behalf of 
more truthful advertising, cited sev- 
eral instances where the good will of 
a manufacturer and his product was 
perilously threatened by the ignorant 
and untruthful statements used by a 
jobber in advertising in his local 
newspaper. Sometimes these mistakes 
are made in ignorance and again a 
jobber or dealer ‘may figure that a 
little more prestige might come from 
an extra strong statement. This is 
something that should be watched 
closely and no statement should be 
made which cannot be backed up by 
the manufacturer’s advertising. 

It is well to follow closely the 
style and copy of the manufacturer's 
campaign and thus get the benefits of 
a tie-up ‘between the local advertising 
and the national campaign. <A ma- 
jority of large manufacturers in the 
farm implement and machinery field 
furnish newspaper cuts to their deal- 
ers as asked for and urge their 
judicious! use, and the wise agent will 
find it of advantage to advertise and 
sell nationally advertised articles. A 
good idea is to spend 50 per cent to 
60 per cent of the advertising appro- 
priation in newspaper ‘advertising on 
the machine or line that is classed as 
a leader. The remainder can be prof- 
itably used for direct by mail cam- 
paigns, posters, car cards, etc., but in 
all advertising it is a good idea to 
make all the statements truthful and 
constructive—DON’T KNOCK. 





Turnover 

The most rapid turnover a dealer 
ever turned over was when selling a 
turnover toaster, which turned over 
two pieces of bread and turned them 
over until they were turned into toast. 

This so pleased the customer that 
she recommended the turnover toaster 
to a friend, who turned over the idea 
to another friend, who also turned 
over the idea to a third friend. As a re- 
sult, the dealer turned over three more 
turnover toasters, which turned over 
two pieces of bread each until they 
were turned into toast for each of the 
three friends. The three friends were 
so pleased with the turnover toasters 
that they promptly turned over the 
idea to the rest of their friends, who, 
in turn, were turned over into turnover 
toaster customers. B. E. Kost. 
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You'll never have any trouble removing the knock- 
outs of “Union” Switch and Outlet Boxes. Strike any 
knockout a single blow with a hammer, and out it comes! 
You don’t have to hammer and hammer to get them out, 
battering the box in the process! 





“Union” knockouts come out easily because they are 
stamped by a special die-cut process that punches the 
disc all the way through and then pushes it back again. 





| This feature of “Union” outlet and “Gem” Switch 
“Union” No. 160 2-Gang Box | Boxes is characteristic of the thoroughness with which 
they are built throughout. 


| For speed and ease of installation there’s nothing to 
tH equal “Union” and “Gem” Boxes. 
ill All our Boxes take standard electrical fittings of all 
| makes. 
Write for interesting catalog. 
a 
Chicago Fuse Mfg. Co. 





Gem B Box 


Manufacturers of Switch and Outlet Boxes, Cut-Outs, Fuse Plugs, 
Automobile Fuses, Renewable and Non-Renewable Enclosed Fuses 


| A CHICAGO 


~~ __} Switch and OutletBoxes 
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H this proposition 
were made to you 


a manufacturer offered 
you a live electrical 
device — 


you had to carry no 
stock— 


requiring no special 
training to sell— 


offering longer profits— 
having a large market— 


each sale carrying with it 
the sale of stock material 
for installation giving 
two profits — 


could be sold to pros- 
pects on whom you are 
now calling — 


the manufacturer did all 
the figuring on specifi- 
cations — 


all you had to do was 


send in the bid— 


you’d investigate it, 
wouldn’t your 


Write us today and let us tell you about it 


Sohm Electric Co. 
851 Blue Island Avenue, Chicago, Illinois 























Merchandising, the Keystone 
of the Electrical Industry 
By C. G. SCHLUEDERBARG 
Assistant to Manager of the Supply De- 
partment, Westinghouse Electric & 
Mfg. Co. 

HE use of electricity has become 

such a vital part of our everyday 
existence, the development of elec- 
trical power has been so world-wide, 
its uses so ramified, and the demand for 
it so great as to result in firmly estab- 
lishing the entire electrical industry 
among the necessities of civilization. 
This industry has attained such im- 
portance as to permit its neither stop- 
ping nor going backwards; it must go 
on. True, there will be some reflection 
of the present lull in general business, 
but this effect will be more in the 
nature of a temporary decrease in the 
rate of acceleration of the growth of 
the business than of a cessation in the 
use of electricity throughout any of its 
present widespread applications. 

Business and financial authorities 
agree that the position of the electrical 
industry is one of the strongest, if not 
the strongest, of all industries; that it 
is fundamentally and _ economically 
sound. 

In these days of disturbed business 
conditions, abnormal rates of ex- 
change, and divers ailments threaten- 
ing our many business activities, it is 
particularly reassuring to those en- 
gaged in any branch of the electrical 
industry to know that it is suffering 
at least as little as, if not less than, 
any other line of endeavor. 


Under such conditions we are prone, 
and rightly so, to analyze all phases 
of the business with which we are im- 
mediately concerned, in order to de- 
termine points of relative strength and 
weakness, lines which demand special 
attention, and those which are produc- 
tive of revenue even under trying con- 
ditions. It is at such times and under 
such conditions that one is able to real- 
ize better how large a percentage of 
the going electrical business involves 
supply and merchandising apparatus, 
and, what is of far more importance, 
how stable these classifications are un- 
der disturbed business conditions. 

In times of ordinary business pros- 
perity the average man, particularly 
the technically-trained man, is likely 
to see only what he considers the high 
lights of his business; with those 
trained in electrical engineering these 
high lights consist principally of large 
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THE PLUG FUSE 
OF UNEQUALED 
PERFORMANCE 








KNOW THE REASONS WHY — 


1—"‘Drop-out” link used exclusively. 





2—Insulation cap with fluted grip. 
3—Small, strong, clear window permanently attached. 
4—Link melts immediately under window. 
5—No breakage, through shipment or abuse. 
6—Lighter in weight, minimizing freight cost. 
7—Screw shell securely fastened. 
8—FEasily inspected. Capacity plainly visible. 
9—Priced right to jobber and consumer. 

10—Packed both in usual standard package quantities, 

and in attractive colored retail packages. 


A New Consumers’ Retail Package and 
Merchandising Plan to Meet the Public 
Demand. Write for Full Details 





ECONOMY FUSE & MFG. CO. 
CHICAGO, U. S. A. 
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MR. SALESMANAGER: 


For some time we have been addressing our talks 
to your salesmen in the matter of interesting them in 
the very up-to-date qualities of Duncan Meters. This 
procedure we, of course, understand is simply ap- 
proaching and ringing the door-bell, and inasmuch as 
we would like to have the door opened wide and our 
product bid enter and given a favorable reception, we 
are now appealing to you—you being the door through 
which we have to pass. 


In presenting the universally known and well estab- 
lished merits of our Model M2 A. C. watthour meter, 
we have but to recite the very favorable and compli- 
mentary expressions of our thousands of patrons, all 
of whom are a unit in voting it the most up-to-date, 
most reliable, and most accurate meter in use today. 
Variations in temperature affecteth it not, neither 
doth changes in frequency impair its accuracy. Like- 
wise, diversity in power factor disturbeth not its 
truthfulness; and fluctuations in voltage weaneth it 
not away from the straight and narrow path of 
righteous registration. 


Your advocating and pushing 
the sale of this, the best meter 
on the market which costs no 
more than others, is decidedly 
to your interest. How about it? 





Duncan Electric Mfg. Co. 


Lafayette, Indiana 








} 





turbine-generators, say 20,000 kv-a., 
or over, and big railway electrifica- 
tions involving expensive locomotives 
of great horsepower. The equal im- 
portance of supply apparatus, such as 
switching and control equipment, 
transmission lines, metering and indi- 
cating instruments, is temporarily 
overshadowed and the everyday mer- 
chandising lines, although being sold 
in quantities the dollar value of which 
equals, if not exceeds, the total of all 
larger machinery, are lost sight of en- 
tirely, except by those trained to think 
along supply and_ merchandising 
channels. With the present difficulty 
in financing new projects for the de- 
velopment of additional water power 
or the electrification of more railways, 
the supply man and the electrical 
merchant come more fully into their 
own, and those who formerly could 
see only large generators or locomo- 
tives have opportunity to realize that 
there is a branch of the business fully 
equal to theirs in size and far exceed- 
ing it in stability and the quality of 
being able to carry on during periods 
of business depression.— (From West- 
inghouse International.) 





Explain Distribution to Fac- 
tory Workers 


Acquainting the worker with the 
place and value of his particular con- 
tribution to the manufacture of a com- 
plete stationary motor, the importance 
of the electric drive in doing the 
world’s work, in brief showing how, 
where and by whom the motor prod- 
uct of the General Electric Company 
is sold, was the keynote of an inter- 
esting educational motor exhibit held 
recently at the Lynn Works of the 
General Electric Company. Proc- 
esses in the manufacture of stationary 
motors from the raw materials to the 
finished product, the applications of 
motors to a wide variety of driven ma- 
chines and the steps involved in ad- 
vertising, distribution and selling were 
all graphically portrayed through the 
display of actual parts of the product 
at different stages of completion, ac- 
companied by commercial charts, dia- 
grams and photographs of manufac- 
turing operations. The part taken by 
each employee in turning out a qual- 
ity product, and the inter-relationship 
between the manufacturing and sales 
divisions formed the background of 
the exhibit designed not only to stim- 
ulate and arouse the interest of each 
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HUBBELL 
TeSlots 


Here are the famous Hubbell Te- 
Slots, which incorporate in each nar- 
row opening a standard tandem and 
parallel slot. Beneath these are Hub- 
bell Individual Contact Chambers— 
Concealed Contacts, where any spark 
at “break” can do no harm. All 
standard caps, with parallel or tan- 
dem blades, are accommodated. 


HARVEY f 


ELECTRICAL 


BRIDGEPORT 


NEW YORK 











SAN FRANCISCO 


HUBBELL 


Convenience Outlets 


Every room should have one or more Convenience Outlets. 
The more outlets available, the more electricity will be 
used. Central Stations benefit; Appliance Manufacturers 
benefit; the Jobber’s Salesman benefits; the Public benefits 
thru added comfort in the home—greater convenience in 
the office. 


HUBBELL CONVENIENCE OUTLETS—(10 Amp.— 
250 Volt) come in three standard types; Single and Duplex, 
with oblong brass plates; and Single, with small or large 
round brass plates. Hubbell Te-Slots take any standard 
cap, and Hubbell Concealed Contacts, Individual Contact 
Chambers, and 3-side-grip phosphor-bronze Contact Springs 
insure safety, and strong, even current. 


TeXap (7°) 


Here is the latest Hubbell Device, passed by the Under- 
writers for use with Convenience Outlets. It is a standard 
tandem-bladed cap, easily attached to cord of lamp, vacuum 
cleaner, or other appliance, but containing two Hubbell 
Te-Slots, which in turn will receive the blades of any stand- 
ard cap, whether these blades are parallel or tandem. 


In using the Hubbell Te-Cap it is only necessary that the 
usual care be exercised not to overload the line. 








List No. 5547 List No. 6257 
Single Type Duplex Type 
CONVENT. CONVENI- 
ENCE OUT- ri tng had 
LET, with anes eta 
wetter ¥¢- Hubbell Tc 
Slots. 10 Amp. Slots. 10 Amp. 
250-Volt ca- 250-Volt ca- 
pacity. pacity. 
Schedule H. Schedule H. 


BBELL« 


SPECIALTIES 


CONN, U.S.A. 


2161-U 





CHICAGO 
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SAN FRANCISCO 
595 Mission Street 40 S. Clinton St. PHILADELPHIA 
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BREAK IN THROUGH 


TRUMBULL 


ENTRANCE SWITCHES 





No. 5791A, With Meter and Trim 


Not into the live 
parts of the switch 
or into the meter 
connections. You 
cannot do that with 
a Trumbull Exter- 
nally Operated En- 
trance Switch. But 
into a fine live busi- 
ness of selling at a 
profit some 
thing for which 
there is a big ex- 
pressed demand. 


We know, because 
we are receiving or- 
ders for tens of 
thousands of them 


both with and 


without meter trim. 


Finished beautiful- 
ly; equipped with a 
superior quick- 
break switch; 
shelves for plug 
fuses protected by 
porcelain. 


Large wiring space; 
unusually large 
number of knock- 
outs. 


Made of Armco 


Ingot Iron. 


Write us today for 
Bulletin covering 
this line and other 


Circle T products. 


The Trumbull Electric Manufacturing Co. 


PLAINVILLE, CONN. 


CHICAGO 


BOSTON 


NEW YORK 
114 Liberty St. 
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worker in his particular job, but as 
well show the tie-in with the selling 
and distributing organizations. Inter- 
est in the exhibit was shown by the 
fact that with about 1000 persons en- 
gaged in manufacturing operations, 
over double this number attended the 
exhibit. Admission was by card in- 
cluding members of employees’ famil- 
ies and friends. 





J. G. Johannesen 
(Continued from page 21) 


for many years, and one of the town’s 
mainstays and supports in all drives 
and activities for social betterment. 
Talk with the man himself, and you'll 
quickly decide either that he packed 
a tremendous lot of understanding 
away with him from that school he left 
during his sixteenth year, or that he 
has read much and kept his ears well 
open since—that he has done all three, 
perhaps. 

Incidentally, Mr. Johannesen is 
proud of the old Southern Electric Co., 
its organization, business, methods and 
equipment. The building, by the way, 
contains many features making for 
economy of time and labor. Deliver- 
ing material from any of the floors to 
the basement, for instance, is but a 
matter of placing it on a circular 
chute; gravity does the rest. Gener- 
ously proportioned freight elevators 
are available when the process is to be 
reversed. 

Heavy materials for storage in the 
front part of the basement are brought 
in through a specially constructed 
chute leading into the basement from 
the front of the building, thus saving 
the long carry that would occur were 
they to come in through the rear en- 
trance. Thus it goes; everywhere there 
is evidence of careful planning to the 
end of greater efficiency. As Mr. Jo- 
hannesen explained, there is no dead 
wood in the organization. Regardless 
of titles, everybody works and earns 
his salary. That is pretty well sub- 
stantiated by the fact that the over- 
head is low. 

The company was originally organ- 
ized by the late J. Frank Morrison, 
who was one of the pioneers in elec- 
trical business in this country, and he 
continued as president of the company 
for a number of years. Identified with 
him at that time was Sol Nordlinger. 
Gwynn Painter, the well known elec- 
trical engineer of Baltimore, was also 
identified with the company at that 
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A NEW POPULAR COMBINATION 





In some cases economy may demand just such a combina- 
tion as the H & H “Nutmeg” Push Switch and the H & H 
“Duro” plate. They are well-known, low-priced and easy to 
sell. 

Something more than “mere material,” however, is needed 
to hold the business, year after year—and that’s the “H & H” 
in “Nutmegs” or “Duro” plates. You may be sure in selling 
these articles, that your customer will be pleased, which will 
react favorably towards you. The price is right, and you know 
the service which may be expected from “H & H” products. 


Oftentimes, it’s easier to start an order if you can offer a 
good leader, and the two pictured above have been used suc- 
cessfully by many of our jobbing friends. 

After the order is started, “H & H”’ Switches in the differ- 
ent types and “Paiste” Wiring Devices naturally follow. 
There is an “H & H” Switch for every purpose, and a “Paiste” 
wiring device or pipe fitting for your customer’s next job. 


THE HART Go HEGEMANM Fc Co. 


HARTFORD, CONN., U.S. A. 
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Buy It From 
the Navy 





Electrical Apparatus and Supplies 





The Navy NOW offers an 
UNUSUAL OPPORTUNI- 
TY to the Electrical Dealers 
and Jobbers for purchasing sup- 
plies promptly at very AT- 
TRACTIVE PRICES. 


Among the numerous items 
offered are: 


Bells, Sockets, Switches, Panel 
Boards, Conduit Fittings, Insu- 
lating Matertals, Fuses, Flood 
Lights, Heaters, Foot Warmers. 


Various sizes of BX, BXL 
leaded and special cable, also 
Oil Proof Telephone cord. 


These materials are particu- 
larly desirable for those who 
cater to the Marine and Indus- 
trial Fields. Special price in- 
ducement will be offered on 
quantity purchases for a limited 
time. 














Catalog No. 501, describing 
the Electrical Supplies and Ap- 
paratus, has been prepared for 
the Jobber and Dealer. 


Write or wire for your copy today 


Central Sales Office 


Navy Dept. WASHINGTON, D. C. 























time, as was also Lester Kingsbury, 
now chief electrical inspector of Balti- 
more. 

The company was located for a num- 
ber of years in the old Hoen building, 
at the corner of Lexington and: North 
streets, and later moved to Fayette 
street, opposite the postoffice, at which 
place they were located at the time of 
the Baltimore fire. Some of the largest 
public buildings in those days were 
wired for electricity by this company, 
as it operated in New York, Boston, 
Chicago, Richmond and other impor- 
tant cities, and manufactured in con- 
nection with the equipment necessary 
for the wiring of these buildings all 
the panelboards, switchboards, signal 
apparatus, etc., used in the installa- 
tion. 

The company originally installed 
the police, fire alarm and telegraph 
system in Baltimore, and manufac- 
tured much of the signal apparatus 
used in connection with the installa- 
tion at that time. It was the originator 
of the “Baltimore fire alarm zincs,” 
which were extensively used for signal 
work all over the country, and which 
are still in use in some sections. Many 
of the government ships that were 
built in those days were electrically 
equipped by the Southern Electric Co., 
and no contract was too large to han- 
dle. The company was among the orig- 
inal manufacturers of telegraph sys- 
tems and intercommunicating systems, 
and manufactured these instruments 
for the use of the United States gov- 
ernment and also railroad systems all 
over the country. For many years it 
was the only electrical concern in this 
section of the country, but as the field 
developed others became interested in 
the electrical contracting business, and 
this part of the activities of the com- 
pany was discontinued about 1901, at 
which time the Stone-Webster Co., 
Boston, became interested in the com- 
pany financially. The company, how- 
ever, continued the manufacture of fire 
alarm apparatus, telegraph instru- 
ments, etc., and maintained a very 
complete repair shop until the Balti- 
more fire, at which time the building 
was completely burned down and all 
the stock and equipment destroyed. 
About this time the General Electric 
Co. became interested, and arrange- 
ments were made whereby a large and 
complete stock of electrical merchan- 
dise of all kinds was obtained and a 
new location secured at 351 North 
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Two New Fittings—Both Winners 


Your contractors and industrial plant electricians 
will instantly appreciate these two T & B simple 
time savers. Be the first to carry the news to 
them and get a hearty welcome. 


ACCA 





A 





%4-INCH ADAPTER WITH HOLDING TIT 


OBJECT—To permit use of a connector having a threaded portion for use 
in '4-in. hole, in a %-in. hole. 


SPECIAL FEATURE—After unscrewing the special locknut, the ring will 
not fall off. On the inner surface of the ring there is a very small tit or point 
(impossible to show clearly in a cut of this size). This point engages the 
thread and the ring is turned on like a nut. Working in close quarters, on 
step ladders, etc., a ring without this special tit is continually falling off, with 
vexatious delays. This one stays on. Saves time and temper. 








BUSHING CAP—EXPANDS WITH A PUSH 





This bushing is made of very thin brass. By placing it in the mouth of the bush- 
ing and applying a slight pressure in the middle of the cap, the lugs or pro- 
trusions on the inner side of the cap are expanded, tightly engaging the round- 
ed shoulder of the bushing. It is easily removed by pushing it out from under- 
neath, or prying it out with a screw driver or other small instrument. Fits all 
kinds of bushings. 
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THOMAS & BETTS COMPANY 


NEW YORK CITY 
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Why NotSend For Your Copy? 


We're waiting to hear from all you salesmen and 
sales managers because we have a new Bulletin 
No. | which has lots of information that will help 
you get some good business. 


“Glass Insulators for Power Lines” 


is its name and it’s written so you can under- 
stand every word. It wili give you a new line 
of attack and help you land some business in 
glass insulators up to 33,000 volts. 


Drop us aline. We'll send 
enough copies to go around 


Hemingray Glass Company 


Offices and Factories 
Muncie - Indiana 


Manufacturers of Glass Insulators since 1863 














fF VERY person connected with the selling end of 
the electrical industry will find something of in- 

terest, something worth reading, in every issue of 

THE JOBBER'’S SALESMAN e 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 
ing each month. 


We want you to become a regular reader of THE 
JOBBER’S SALESMAN 


Send a dollar for a year’s subscription. 














Calvert street, with a warehouse at 
Holiday and Pleasant streets. 

A short time after this the new 
building at the southeast corner of 
Calvert and Franklin streets was com- 
pleted. The company moved into this 
building and continued doing a job- 
bing business at that point until about 
twelve years ago, when it moved to 
larger quarters at 16 Light street. On 
November 1, 1920, the company moved 
to the present quarters at 5-9 South 
Gay street, extending through to 4-6 
South Frederick street, which build- 
ings were purchased at that time and 
thoroughly equipped for the econom- 
ical and efficient handling of the elec- 
trical jobbing business. 

The company has met with much 
success under its present management 
and stands high with the trade 
throughout the large territory where it 
does business. It has salesmen cover- 
ing Pennsylvania, Maryland, Dela- 
ware, Virginia, West Virginia, North 
and South Carolina. A large ware- 
house for heavy material was erected 
at President and Pratt streets, where 
carload shipments can be received and 
handled very quickly and economical- 
ly, as the warehouse is directly on the 
Baltimore & Ohio railroad. They do 
considerable business with the differ- 
ent United States government depart- 
ments, as well as with the railroad, 
street railway, telephone and lighting 
companies, and larger industrial plants 
located in the territory covered by the 
salesmen. A large volume of business 
is done with the electrical dealers and 
contractors in the territory. 





Service a la Sis Hopkins 
(Continued from page 13) 


The first dealer patronized the job- 
ber who is doing a good job of servic- 
ing, and he was joshing the other one 
for not being smart enough to get his 
money’s worth when he bought goods. 
The second dealer insisted upon com- 
paring prices that they were each pay- 
ing for certain well-known items. 
When he found that the prices were 
identical he wanted to know wherein 
the first dealer had any justification 
for saying that he did not know how 
to buy. 

Well, the first dealer had recourse 
to various authorities to prove the 
actual money value and cost of good 
advertising copy, materials and ideas 
for window trims, prepared letters on 
the dealer’s stationery to be sent out 
to those on his mailing list, and so on. 
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We take this opportunity to 
thank the members of the 
Electrical Supply Jobbers’ 
Association for the hearty 
and enthusiastic reception 
and approval accorded the 
Williamson planand William- 
son lighting furniture at their 
recent convention in Cleve- 


land. 


HAVE YOU RECEIVED PARTICULARS 
REGARDING THE WILLIAMSON PLAN FY 








R. Williamson & Company 
Lighting Furniture 


NEW YORK CHICAGO SAN FRANCISCO 
224 Fifth Avenue 601 Washington Boulevard 71i Mission Street 


ASSOCIATED FACTORIES: 
St. Charles Fixture Manufacturing Co. Robert Findlay Fixture Co. Bayley & Sons, Inc. 
R. Williamson & Company Robert Phillips Company, Inc. 
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NITROGON 





WHY? 


N 


Because we have a 
complete line of incan- 
descent lamps of all 
types and sizes. 


Nitrogon service means 
that distributors can 
rely absolutely on the 
House and buy by the 
Brand. 


Nitrogon Electric Company 
46-48 Spring Street 
Newark, N. J. 


NVI 











He then brought the second dealer to 
admit that the prices named for those 
things were reasonable, and that his 
business would be better for a judi- 
cious, systematic use of such helps. 
Then he brought out the fact that, in- 
asmuch as dealer number two admit- 
ted his need for such helps, and that 
those helps had a real market value, 
he was over-paying for the goods he 
bought to just the total represented 
by the admitted cost of those helps. 
Some day it is going to be the rule 
for all dealers to figure that way, and 
when they do—well, business is going 
to be fine for the jobber who is 
equipped to give his customers the 
service they need to become better 
merchandisers. So I told Coffey about 
that conversation between the two 
dealers, and he said, ‘‘Exactly.” 





E. S. J. A. Convention 
(Continued from page 10) 


over seventeen billions of dollars, with 
a yearly revenue of over four billions. 

The merchandising of appliances is 
the greatest opportunity, according to 
Mr. Freeman. He cited the develop- 
ment of electric motor load, now about 
12,920,000 horsepower on _ central- 
station lines, and constituting 75 per 
cent of the total output. Appliance 
load can likewise be developed. 

Mr. Freeman said that his experi- 
ence in the electrical field had taught 
him one outstanding lesson. “To suc- 
ceed,’ he said, ‘““you must work. Too 
much time is spent in discussing and 
determining policies. They do not get 
results, but work does. In these times 
better not curtail expense, but spend 
your money, wisely, of course, and 
then work a little harder. More busi- 
ness is bound to come, and we will be 
back to normalcy a great deal faster.” 

An insight into the work of the De- 
partment of Commerce, particularly 
as it affects the electrical industry, 
was given by Mr. Feiker. The depart- 
ment is functioning very differently 
since Mr. Hoover has been secretary, 
and the reorganization will ultimately 
result in great good to American busi- 
ness, Mr. Feiker prophesied. There 
are seven bureaus in the department, 
but the speaker said he was more par- 
ticularly concerned with the Bureaus 
of Census, Standards, and Foreign 
and Domestic Commerce. The latter 
bureau is now on a commodity basis, 
and men have been commissioned to 
work with the electrical as well as 





Exhaust Fans Sell 
All Year ’round 


Sales records and 
reports from the field 
show that exhaust fans 
can be sold in winter 
as well as in summer. 

Ventilation can be 
successfully sold to 
business men in every 
community as an aid to 
production and a means 
of attracting trade. 

The importance of 
fresh air to the shop- 
per and visitor, as 
well as the employee, 
must not be overlooked. 
Patrons do not quickly 
forget the unpleasant 
impression made by 
poor ventilation. 
Exhanst fans are needed 
most when doors and 
windows are kept 
closed. 

The sale of exhaust- 
ers carries a double 
profit to the con- 
tractor--one on the 
equipment, another on 
the installation. 
Remind your contractor 
friends of this. 

Prices of Emerson 
ventilating and 
exhaust fans are at- 
tractive. We are 
ready to help you or 
your customers with 
Suggestions, if you 


will give us the facts 


in any case. We can 
make prompt shipments 
from stocks at St. 
Louis and New York. 
Here are big pos- 
Sibilities for busi- 
ness in every town you 
visit. 
The Emerson Electric 
Mfg. Co. 
St. Louis New York 
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other industries to maintain points of | 


contact with the foreign markets. Sta- 
tistics on domestic consumption of 
electrical goods will be in preparation 
soon and will give dealers, jobbers 
and manufacturers an index on the re- 
tail markets. 

The Bureau of Standards is under- 
taking the elimination of waste by 
creating a division, under the direc- 
tion of W. A. Durgin of the Common- 
wealth Edison Co., Chicago, which 
will work with trade associations, 


manufacturers and trades, providing | 


the common ground on which they can 
meet to standardize products and con- 
struction. 





Mr. Feiker briefly outlined the | 


work of the Bureau of Census, stating 
that the information obtained was be- 


ing used to get out a monthly publica- | 
tion giving statistics on the trends of | 


business in different industries. 


An executive session, at which job- | 


bers’ problems were discussed, was 
held Friday morning, concluding the 
program. 





Profit Psychology 
(Continued from page 22) 
for himself in handling those goods. 
Now how am I going to show him and 
convince him that my line holds a 


profit for him? By talking quality, | 
workmanship, utility, and soon? When | 


I’m in competition with another line | 


that I know he is flirting with, yes. 
But otherwise, nix. 


“Suppose that I start off by telling | 


him about the profits other dealers are 
making through handling my line. 
He’ll listen every time, no matter how 


busy he may think he is. And all the | 
time, while I’m telling him about the | 


money that other fellows no better or 
smarter than him are making out of 
my line, his conceit is whispering: ‘If 
they can do it, so can I!” 

“Having any number of examples 
to quote him, it isn’t long until he is 
imagining himself enjoying that profit 
I’ve been telling him about. He knows 
he can have it, too. For he has rea- 
soned correctly—if the other fellow is 
getting a profit by handling my line 
and benefiting by the co-operation of 
my house, so can he. I’ve sold him 
profit. 

“From that point on it’s easy. Tell 
your readers to try it. They'll never 
again sell anything but profit, and you 
can take it from this fat man they'll 
miss fewer sales.” 
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The Greatest Triumph 
IN 
PANEL BOARD HISTORY ! 


In keeping with the Frank Adam Idea 


of always being in the lead we announce the new 
Triumph “*T-P’’ Panel Board. Unusual design 


never before equailed. 








Ready for shipment Jan. Ist. 
Steel Cabinets ready now. 
Buy or specify. 
Frank Adam Electric Company 
ST. LOUIS, MO. 


Detroit Minneapolis New York Dallas 
Kansas City Cincinnati Chicago New Orleans 
San Francisco Los Angeles Seattle 














CABLE AND 
CONDUIT 
HANGER 


Japanned or Galvanized 
Seven Sizes 
Strong, Durable 









JIFFY-CLIP 


The one-hole pipe 
hanger. Galvanized 
Sizes, 4 to 114 inches. 


Sold through the jobber 
MINERALLAC-FLECTRIC COMPANY 
1045 Washington Blvd. Chicago, Illinois 
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Jobbers’ 


Salesmen: 


Your dealers waht no 
frost on their show win- 
dows during the Xmas 
shopping days. Their 
window displays are too ] 
important to allow them 
to stand idle and useless 








if their windows are cov- 
ered by frost. Tell them 
to run a PEERLESS FAN 
There- 
by serving a double pur- 
pose — Sell PEERLESS 
FANS—100% Value to 
the Dealer’s Window Dis- 


play. 


in their windows. 


Your dealers might | 
know these facts, but 
again they might not. 
Remind 


them anyway 


—they will appreciate 
your interest and _ co- 
operation. 


The Peerless Electric Co. 
Warren, Ohio 

















Street Lighting 
(Continued from page 8) 
swiftly, and when one of these gas 
buggies hits you it knocks you for a 
goal. Very likely, if it actually runs 
over you, you go out horizontally with 
flowers. Both pedestrian and car driv- 

er must be constantly alert. 

With conditions like these, and with 
street traffic becoming more and more 
congested as the number of cars in- 
creases, street lighting takes on a new 
and more vital importance, and the 
best street lighting available is none 
too good for any street, road or high- 
way where traffic is at all heavy. 
Within a score of years the number of 
automobiles has climbed from _prac- 
tically nothing to nearly ten million. 
'n New York City traffic congestion is 
now so great that business men seri- 
ously consider putting on a night shift 
for trucking to take advantage of the 
hours of least congestion. Even now it 
seems to the outlander that New York 
never sleeps—wagons and trucks in 
plenty may be seen trundling along 
lower Broadway at 2 and 3 o'clock in 
the morning. 

The view of the curve representing 
the number of fatal automobile acci- 
dents from 1906 to the present ap- 
pears like looking up the side of Gib- 
raltar, it is so steep. Motor vehi- 
1906 killed less than 400 
people. In 1920 they killed 10,000. 
All told, there are 15,500 
fatal street traffic accidents annu- 
ally, which is twice as many as are 
caused by railways and half as many 
as the total annual loss of life caused 
by industrial accidents. The property 
and personal loss annually from auto- 
mobile accidents, as estimated by the 
insurance statistic wizards, is fully a 
billion dollars. 

Of course, the majority of these ac- 
cidents occur in the day time, but in 
the cities of 10,000 or more, at least 
30 per cent of traffic accidents occur 
after dark. 

An analysis with regard to the ef- 
fect of illumination on traffic accidents 
has been made for 82 cities. The anal- 
ysis indicates that traffic accidents are 
heaviest in the in 
spite of the fact that “greasy” pave- 
ment, foggy weather and other ad- 
verse conditions tend to increase the 
driving hazard in winter. The answer 
is simply that there is more traffic in 


cles in 


now 


summer months, 


summer. 
Again, the hours from 5 to 6 o clock 





in the afternocn are most prolific of 








Yhe Only 
Absolute 
Protection 
forMultiphase 


Circuits 
Tr 40) €0) 6 





SNARE anil 


Cross-section cut shows inside construction 


YOUR CUSTOMERS 
NEED THIS 
PROTECTION 


The National Multiphase time 
limit Renewable Fuse is the only 
absolute protection for multiphase 
circuits and motors—a simple unit 
within itself—most economical in 
every respect — your customers 
would buy it if it cost twice as 
much. Everything in your favor— 
demand, price and profit. A won- 
derful invention that fills an exist- 
ing need—every multiphase motor 
owner a prospect. Don’t pass up 
this waiting profit. Be prepared to 
give full information and prices— 
write us. 





You are eligible for cash prize for 
best sales talk of not less than 200 
and not more than 500 words—ask us. 


FEDERAL ELECTRIC COMPANY 


Federal Sign System (Electric) 
8700 South State Street CHICAGO 


627-649 West 43rd Street, New York, N. Y. 
91 New Montgomery St., San Francisco, Calif. 











Branches in ali large cities. 


MULTIPHASE 
RENEWABLE 
FUSE 
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accidents, because these are the hours | 
when everybody in the city is hustling | 
for home and supper. Now, it requires 
a little head-scratching to dope out 
from the statistics how many of these 
accidents are due to lack of light. If 
weather and other conditions were the 
same winter and summer this calcula- 
tion would be easy—nothing more 
than to take the number of accidents 
between the hours of 6 and 8 p. m. 
and check the accidents in summer as 
against winter, since there is daylight 
at these hours in summer and no day- 
light in winter. But the elements of 
weather, amount of traffic, etc., are 
variable and must be considered, so 
the mathematics brothers sharpened 








their pencils and got first the propor- 
tion of accidents, summer and winter, 
during those hours when it is always 
dark at both seasons and when day- 
light prevails at both seasons, and 
they applied these proportions in con- 
sidering the accidents between 6 and | 
8 p. m. for summer and winter. 
Without going into the calculations, 


which are quite logical and it is be- 
lieved accurate enough for the pur- 
pose, the conclusions are that 17.4 per 
cent of after-dark traffic accidents are 
attributable to poor illumination, 
which for the country at large means 
567 deaths and a loss of $54,000,000 
annually. This, please understand, is 
on the basis of daylight against dark, 
and while artificial illumination can- 
not equal daylight, every improvement 
in artificial illumination means appre- 
ciably fewer street accidents. 

A further analysis, much more lim- 
ited and therefore not so authoritative, 
indicates that for one large city the 
traffic accidents do not increase nearly 
so rapidly with the coming of dark- 
ness for the adequately lighted streets 
as they do on poorly lighted streets. 


Definite Action for the Jobber’s 
Salesman 
| 





There are other reasons, too, in fa- 
vor of street-lighting improvements 
besides crime prevention, waking up 
business and lessening the traffic risk. 
Good street lighting cuts policing ex- | 
pense, raises the value of real estate, 
and marks, as nothing else can, the 
progressive city. 

The electrical industry is naturally | 
anxious to see a popular movement | 
for better illumination, because there 
is money in it for the industry. The 
interest may be mercenary and selfish; 
nevertheless, the movement is sound, 
and if we all help it for what we can 


No. 650 Design 
Dining-Room 
Fixture 


A beautiful artis- 
tic dining - room 
fixture, cast white 
metal, 20 - inch 
frame, stem and 
canopy; silver, 
gold or bronze 
finish, heavy silk 
insert, with a deep 
double 8-inch silk 
fringe and 4-light 
candle fixture, 
wired, complete; 
very special, 


Each $25 





: 


TRADE MARK el REGISTERED 
a 


co. Inc. 
577 BROADWAY, NEW YORK 





Rapid Selling Fixtures 


Like all Kramerlite creations, this fix- 
ture is artistically fashioned and care- 
fully made. It is typical of a line which 
is known for quick turnover and perfect 
satisfaction. 

KRAMERLITE stands for complete- 
ness as well as quality. 


We also have large 
facilities for filling 
special orders and an 
experienced staff 
ready to assist vou 
in any lighting prob- 
lem. 


If you cannot visit 
our show rooms, get 
a copy of our catalog 

















The Policy of the 


Burton-Rogers Co. 


in merchandising 


Hoyt Electrical Instruments 


is to offer in all of its advertising the simplest 
and the most thorough sales helps. 


Among our publications are two pamphlets: 


‘*‘Hunting Down Electrical Troubles’’ 
‘*The Cadmium Test”’ 


Both dealing with automotive electrical testing; the one 
for general work, the other for storage battery work. 


Write for these and learn the many ap- 
pealing advantages in selling electrical 
instruments in a rapidly expanding field. 


BURTON-ROGERS 
755 Boylston Street 


a); 
Boston, 17 Mass. 
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eil Tools 


REG.U S PaT OFF 


Electricians’ 


Pliers 


Made in 100 styles 
—one quality 


HE “Red Devil” line of drop 
forged steel pliers com- 
_ prises every essential type 
for linemen and _ electricians— 
side cutting, end cutting, diag- 
onal cutting and button cutting 
pliers; reamer nose, chain nose, 
flat nose, round nose, needle 
nose and combination pliers; 
nippers, pincers, etc. 


MUOA MAN 








The line also includes the “Red 


Devil” Insulated Side Cutting 
Plier, tested to stand 10,000 
volts. Meets the most exacting 


requirements of electrical work- 
ers for high tension work and 
all-around handiness in a plier. 


National advertising makes 
them easy-selling tools 
Prompt deliveries are now available on 
“Red Devil” Pliers and Electrical 

Hand Tools. 
The “Red Devil” Electrica? 
Tool Booklet shows the line 
send for your copy. 
SMITH & HEMENWAY CO., Inc. 


Manufacturers of “Red Devil’ 
Electrical Hand Tools 


266 BROADWAY 


NEW YORK, N. Y. 

















get out of it, at least we are helping 
along a good thing. 

The jobber’s salesman can definite- 
ly help by circulating such facts as 
this article contains; by interesting 
his local dealers and getting them to 
arouse public interest; by stirring up 
his central station acquaintances to 
action, and in many other ways. 

If you have a live contractor-dealer 
in a poorly lighted town, why, if he is 
capable and reliable, should he not 
stir the city fathers into providing 
better street lighting? And if he does 
this, what is more natural than that he 
should supply the new equipment and 
get the lamp contract, all or part of 
which may be supplied in turn by 
you? Maybe you have many contrac- 
tor-dealers who need nothing more 
Irom you, to put this idea across, than 
a little enthusiasm and a few straight 
facts. It’s like taking yeast—easy and 
can’t hurt you, and there’s a good 
chance that it may do a lot of good. 





Every Salesman a Specialist 

(Continued from page 6) 
what it would mean to a salesman if 
the big buyers in his territory came to 
rely upon him for facts and advice! 
Think what it would mean to the job- 
ber regularly to receive calls from the 
big engineers and contractors in his 
territory, “Send that man Jones over 
here; we want the low down on cross- 
arm braces.” 

Peirce has a practical bit of advice 
to salesmen who desire to follow this 
suggestion of his. 

“Carry photographs of the particu- 
lar item you are studying, or better 
yet, carry a sample of the article itself. 
Show that sample or photograph to 
every possible buyer, tell them all 
about the item, get their re-action, 
book their orders if it’s humanly pos- 
sible. Do this all during the week’s 
trip, and when you come back home 
you'll know that item so thoroughly 
that you will never be ‘stumped’ on it. 
Next week take something else as your 
specialty. But teach yourself not to 
overlook the general line nor miss a 
trick in regular sales because of this 
special work. Make it extra. Count 
the time and effort as an investment 
in your own future, from which you 
expect to get fat dividends. Remem- 
ber that the most important piece of 
property you possess is you. What 
you do to enhance the value of your- 
self cannot fail to pay.” 

















2 SELL THE 
) WHOLE LINE 


When you are selling 
the Poles, Cross Arms, 
Line Wire, Hardware, 
etc., don’t forget the 


Construction 
Equipment 


Which Is Needed to Build 
the Line. 


Buhrke Safety 
Belts a Straps 


ARE THE LINEMAN’S 
INSURANCE POLICY 


Made by the only specialist in 
leather goods for electrical work- 
ers in the United States. A 
quality line that brings prestige 
to the jobber’s salesman and his 
house. Backed by forty-four 


years’ experience in manufactur- 
ing devices for the 
protection. 


lineman’s 





BUHRKE SAFETY BELTS 





BUHRKE SAFETY STRAPS 


Sell your customers on Buhrke 
Quality and they will stay sold. 


R. H. Buhrke Co. 


(Established 1877) 


1238-1250 Fullerton Ave., Chicago 


“The House of Quality’’ 
BELTS BAGS STRAPS 
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EVERY LINEMAN 











M.KLEIN & SONS 


EST. - 1857 
TRADE = 140. @ oe \< 
REG - 


Savina 





Ever notice the number of linemen 
that are Klein men? Evey wonder why 
they've been picking Klein tools out as 
the “‘best buy’’, for sixty-four years? 


This is No. 10 of “ 
Klein ads to your What gluttons Klein 


customers. It’s fun- tools are for the punish- 
ny how the fellows aa as . 
that do the pounding ment your gangs give 


get the _ business, them. 


& Sons 


Established 1857 Chicago. III.U.S.A. 


isn’t it? 
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MANUFACTURERS 








Brack & Decker MANUFACTURING 
Co., Baltimore, Md., whose products 
consist principally of electric motor- 
driven shop-equipment, such as porta- 
ble electric drills, grinders, etc., has 
recently put into effect what it terms 
“The Black & Decker National Credit 
Service.’ The company’s products are 
sold entirely through jobbers, and the 
new service will enable users of Black 
& Decker equipment to buy it through 
their regular jobbers by paying 23 
per cent of the regular price of the 
item in cash and the balance in six 
equal monthly payments. Nothing 
extra is added to the standard price 
for the long-term credit, and no inter- 
est is charged. The company has sup- 
plied its jobbers with printed forms 
to be used for orders taken under this 
plan. These order forms are condi- 
tional sale agreements, which make 
the item sold its own security until 
entirely paid for. The jobbers for- 
ward these orders to the Black & 
Decker Co., which discounts them for 
the jobber, so that every sale made 
under this plan is in effect a cash sale 
for the jobber. The company shares 
all responsibility with the jobber for 
the fulfillment of the sales agreement. 
This service was instituted to enable 
the user to install time and labor-sav- 
ing equipment and to enable him to 
accomplish more work with the same 
payroll, thereby increasing his income 
and enabling the equipment to prac- 
tically earn its own cost and cover the 
payments on itself. 


THe Packarp Exectric Co., War- 
ren, Ohio, announces that O. T. Hall, 
1926 Edmondson avenue, Baltimore, 
has been appointed its exclusive agent 
in Maryland, Virginia and the Dis- 
trict of Columbia, with right of sales 
to all parties but the United States 
government. 


A Few Monrus ago the Beardslee 
Chandelier Manufacturing Co., Chi- 
cago, prepared a series of advertise- 
ments to be used by contractors and 
dealers in their publicity work in local 
newspapers. Over 300 dealers took 





advantage of this service, and such 
good results were secured that the 
company has prepared another series 
of advertisements dealing with home- 
lighting fixtures and accompanied 
with electrotypes. 


E. L. Ca.tianan, who for the past 
six and one-half years has been district 
manager for the Westinghouse Lamp 
Co. at Chicago, has been appointed 
sales manager of the company to suc- 
ceed Elliot Reid. Mr. Callahan is a 
graduate of the Case School of Ap- 
plied Science and has had a hand in 





E. L. 


CALLAHAN 


several important engineering pro- 


jects. 


Brunner Mre. Co., Kansas City. 
Mo., is distributing a new circular de- 
scribing three of its heavy-duty air 
compressors. One of these, designated 
as No. 247, is a two-cylinder, water- 
cooled outfit designed for use by very 
large tire service stations, filling sta- 
tions and garages catering to truck 
trade or for repair shops where air is 
used for other purposes besides tire 
inflation. This unit, which is driven 
by a 2-hp. motor, has a guaranteed 
working pressure of 200 lbs. It has 
an 80-gallon tank, 18 by 12 inches 
in size, and a compressor capacity of 





7 cu. ft. per minute. Another com- 
pressor illustrated is driven by a 11/- 
hp. motor with a compressor capacity 
of 51% cu. ft. per minute and a work- 
ing pressure of 200 lbs. No. 66 is a 
direct-pumping outfit which inflates 
rapidly and is especially suited for 
use by the truck owner, private 
garage or small public service station. 
It is often used in large establish- 
ments as an auxiliary to the main 
compressor equipment. Another cir- 
cular issued by the company describes 
several styles and sizes of air com- 
pressors. 


A pistrict sales office has been 
opened by the Square D Co., Detroit, 
manufacturer of inclosed switches, at 
312 International Life Building, St. 
Louis. J. D. Utley has been appoint- 
ed office manager, while W. S. Herman 
is district sales manager. 


Muruin Mre. Co., Philadelphia, 
Pa., manufacturer of electrical fittings 
and fixture parts, announces new dis- 
counts applying against catalog No. 1 
which cancel and supersede all pre- 
vious quotations. 


IN orDER that it may get the view- 
point of the salesmen in the field the 
Federal Electric Co., Chicago, has 
announced an educational campaign 
and contest open to all jobber sales- 
men. It consists of a special award to 
the one who submits the best sales talk 
of 200 to 500 words on the “National” 
multiphase time-limit renewable fuse. 
The company states that it is not nec- 
essary to be a literary genius in or- 
der to compete. What it wants is a 
plain, two-fisted letter that one would 
write to a live prospect. The letters 
will be submitted to a judging com- 
mittee composed of representatives 
from the Edison Testing Laboratory, 
THe Jopper’s SALESMAN, and_ the 
Simmons & Babcock Advertising 
Agency of Chicago. Full information 
can be obtained by dropping a letter 
or card to Mr. Neal, manager of the 
fuse department of the Federal Elec- 
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tric Co., 8700 South State street, Chi- 
cago. 


ALTORFER Bros. Co., Peoria, IIl., 
manufacturer of the “A.B. C.” oscil- 
lating washer, has prepared an attrac- 
tive envelope circular, which points 
out the mechanical features of its ma- 
chine. The circular is for dealer im- 
print and distribution. 


AretNA Evectric APPLIANCE Co., 
40 Court street, Boston, maker of 
“Hot Vent” electric water heaters, 
has issued a booklet of diagrams illus- 
trating the use of its heaters in resi- 
dence, offices, restaurants, etc. The 
booklet is for contractors and dealers 
to assist them in the sale and installa- 
tion of electric heaters. 


GARLAND MANUFACTURING Co., 
Pittsburgh, successor to the Safety- 
Amorite Conduit Co. and 
turer of “Galvaduct” and “Toricated” 
conduit, has announced the addition of 
L. S. Montgomery to its New York 


sales office at 509 West 27th street. 


manufac- 


BerRTHOLD EvectricaL Manuac- 
TURING Co., 127 South Green street, 
Chicago, has prepared two circulars 
for dealer distribution, emphasizing 
the construction features and wearing 
qualities of its washing machines. 


Octoser shipments of its electric 
vacuum cleaners, it is reported by the 
Torrington Co., Torrington, Conn., 
exceeded the shipments of October, 
1920, by more than 200 per cent. The 
company has extended the time limit 
on its special offer of a set of attach- 





When Wadsworth representatives get together you can expect to hear all about 
enclosed switches, the field for their application, the safety features, utility, etc. Here 
they are in conference at the Wadsworth Electric Manufacturing Co.’s plant at 


Covington, Ky. 


Bottom row, left to right, W. R. Allen, factory superintendent; 
G. B. Wadsworth, president; R. J. Dibowski, secretary-tresaurer. 


Top row, left to 


right, G. R. Watson, general sales manager; W. A. Bittner, Pittsburgh sales manager; 


J. R. Allen, Kansas City sales manager; 


J. H. Stackhouse, Chicago sales 
representative. 


manager; 


Lee Skipwith, New York sales manager; 
and G. E. Wadsworth, special field 





ments free with each cleaner sold from 
November 30 to December 31. This 
feature of drive to 
popularize the attachments is being 


its nation-wide 


widely adopted by other manufactur- 
ers in the industry and should result 


in considerable increase in future 
sales of these accessories. 
THe Sr. Louis Brass Manurac- 


TURING Co. has announced plans for 
the erection of a glass factory in St. 
Louis where all the glassware for its 
lighting fixtures will be made. The 
factory will be modern in every respect 
and will be equipped for making 
white, crystal and opal glass. At- 
tractive business has obtained during 
1921, according to E. F. Guth, presi- 
dent of the company, who states that 
the number of “Brascolite” and “Ag- 








Here is the illustration for a little song entitled, “Three reasons why Beatie has to 
work.” The first one is a fancy Stutz car, the second, Sydney-Antoinette Beatie in the 
back seat, and the third, Mrs. Sid in the front seat next to Sidney T. Beatie, mana- 


ger of R. Williamson & Co., Chicago, whom we are talking about. 
life riding around in a Stutz with a Packard back in the garage. 


It sure is a hard 





lite” lighting units sold will consider- 
ably exceed that in any preceding year 
excepting 1920 and will amount to 
about 60 per cent of the number sold 
in that year. 

IN oRDER to stimulate sales on 
showcase lighting fixtures, the Nation- 
al X-Ray Reflector Co., 235 West 
Jackson Boulevard, Chicago, has an- 
nounced its policy of furnishing “X- 
Ray Scoopetes” in package outfits so 
that jobbers and dealers can make 
immediate shipments direct from their 
stocks. Since there are two standard 
types and lengths of showcases, these 
outfits supplied for 
standard square wood-frame or all- 
glass cases in 6-ft. and 8-ft. lengths. 
Each package contains in addition all 


package 


are 


the necessary material, etc., to equip 
the case completely, except lamps. A 
system of cover marking shows the 
number of lights contained and also 
the wood-frame case length, simplify- 
ing handling in stock. 


MANY CITY OFFICIALS and civic or- 
ganizations realize the necessity for 
adequate street lighting but are in a 
quandary as to the individual require 
ments of particular streets and thor- 
oughfares. Usually they are at a 
loss when it comes to technical infor- 
mation, costs, etc., and must, of neces 
sity, depend a great deal upon advice 
received from outside sources. To fill 
the need for literature upon this sub- 
ject and addressed particularly to lay- 
in better 
street lighting for their cities, the 


men who are_ interested 
Westinghouse Electric & Manufactur- 


ing Co., East Pittsburgh, Pa., has is- 
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New Electrical Products, Illustrated 











“Noxon” is the name of a fixture stud developed by the 
Electrical Devices & Fittings Co., 1718 Olive St., St. Louis, 
Mo. It is so made that when inserted through the back of 
any standard outlet box and placed over a %-inch pipe the 
stud is clinched tightly to the box. It is claimed that a 
considerable labor saving can be made by using these studs. 





A renewable fuse 
recently brought out 
by the Cote Bros. 
Manufacturing Corp., 
Chicago, is designed 
with the view of being 
so simple that anyone 
could locate the blown 
RENEWABLE A fuse in a box and re- 

FUSE c new it without any 
“ trouble or danger of 
being shocked. The 
tuse consists of three 
parts, the cap, the 
body and the refill. 
The cap and body are 
of heat-resisting 
molded insulation. The 
refill is.in cartridge 
form, properly vented 
for the emission of 
the gases when the 
element vaporizes. Re- 
filing consists of 
dropping the car- 
tridge into the cup- 
like body and screw- 
ing on the cap. When 
so assembled all ex- 
posed parts of the 
plug are dead, 


A, 
& 
GC. cor? 








A duplex plug, the chief features claimed for which and 
its simple and sturdy construction, is now being marketed 
by Henry Hyman & Co., 476 Broadway, New York City. 
The shell is made of a special heat-resisting composition, 
and the interior is claimed to be electrically and mechan- 
ically perfect. The plug is called by the trade name, 
“Best,” and is packed in an attractive box, six to a display 
carton. 











“Little Bill” transformers of the 
low-voltage type are a_ recent 
product of Sperry & Bittner, 422 
First avenue, Pittsburgh. They 
combine a number of features, 
among which are exposed cores to 
give adequate heat radiation. A 
single, cold-molded insulation 
block is employed for both pri- 
mary and secondary terminals. 
The coils are wound with enameled 
magnet wire and are well insu- 
lated. The core is cut from silicon 
steel sheets, and the asembled coils 
and core are completely impreg- 
nated. The base is of heavy cold- 
drawn steel, finished in black 
japan. The short-circuit input ca- 
pacity is 24 watts, 105 to 120 volts. 
The bell voltage is 6, 9 or 15 volts. 
Frequency ranges from 50 to 133 
cycles. Dimensions, 234 by 234 by 
2 inches. Each unit is thoroughly 
tested by the manufacturers, and 
packed in an individual carton, 
weighs 1 pound, 24 to standard 
package. List price, $2 each. 














A portable tool is here shown in operation in an auto- 
mobile repair shop through the agency of the new “Tirex” 
flexible cord. This is a product of the Simplex Wire & 
Cable Co., Cambridge, Mass. The covering is of rubber, 
having the toughness and wearing qualities of a high grade 
automobile tire. The insulation is a compound containing 
30 per cent para rubber. The outer jacket contains 60 
per cent para rubber. A feature of this cord is that it 
never kinks. 
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New Electrical Products, Illustrated 








‘ 
{ 
§ A small spotlight that concentrates 
an intense light with a 250-watt lamp 
has been developed by the National 
X-Ray Reflector Co., Chicago, espe- 
cially for use in show windows. It is 
adjustable to any angle or direction, 
and is fitted with a yoke so that it can 
be attached to a 34-inch shadeholder 
of the regular window reflector or 
bolted to any supporting surface. The 
spread of the spot of light is easily ad- 
justed from the outside and the use of 
color mediums is provided for. 





The Ajax Specialty Co., St. Louis, 
Mo., has added a three-way plug to its 
line of plural socket plugs. The center 
socket admits the use of an ordinary 
shadeholder, while the other two sock- 
ets can be used for appliances. The 
side sockets being on an angle allow the 
use of the plug on flush receptacle 
plates without removing or bending the 
door. A solid center contact eliminates 
possibility of breakage. The new 
socket is packed in individual boxes 
and ten in a carton for counter display. 
It sells for $1.25 each; three for $3.50. 











A line of flush door receptacles, de- 
signed for installation in fine resi- 
dences, hotels, offices, etc. has been 
placed on the market by Harvey Hub- 
bell, Inc., Bridgeport, Conn. They are 
made in single and duplex types. Two 
‘“in-folding” doors are automatically 
opened as the cap is inserted. The cap 
blades have to pass through guide slots 
to reach the live contact springs, which 
are concealed in the porcelain body and 
cannot be reached by the fingers, 
affording complete protection. Porce- 
lain bodies for both single and duplex 
receptacles fit standard outlet boxes. 





Esler Electric Manufacturing Co., 
Marion, Ind., is manufacturing a new 
two-way plug which has several dis- 
tinctive features. It has a solid brass 
cover giving a neat appearance; phos- 


phor bronze contact springs, and 
screw shells riveted together. The 


plug is fully guaranteed and retails 
for 75 cents. 





A new line of “Bull Dog” safety type 
switches is to be placed on the market 
by the Mutual Electric & Machine Co., 
Detroit. Removable and interchange- 
able end-plates are a prominent fea- 
ture. ‘“‘Mutualite” insulating material 
makes it possible to reinforce the 
switch blades. The switch jaws are of 
built-up construction. Quick break 
and positive make is provided for all 
switches over 30 amperes. Deliveries 
are now being made on the 30-ampere 
entrance type switch. This type has a 
porcelain base and differs slightly from 
the general construction of the larger- 
size switches. The line is approved by 
the Underwriters’ Laboratories. 














A toaster stove, made to retail at $5 
and called the “National” has been de- 
veloped by the National Transformer 
Manufacturing Co., 5247 North Clark 
street, Chicago. It consists of a nickel- 
plated stand, 5 inches wide, 9 inches 
long and 3 inches high, together with 
heating element and 6-foot cord. It 
weighs 2 pounds. The heating element 
is guaranteed for one year. 








A new type of immersion heater, 
known as “Imerso,” is being placed on 
the market by the Electro Heater Co., 
23 Duane street, New York City. It 
consists of a porcelain handle, heating 
element and aluminum guard, making 
what is claimed a durable combination 
and a quick heater. It has 660-watt con- 
sumption, and the heating element is 
arranged so that it can easily be re- 
placed. The heater retails for $2.75, 
and new elements for 15 cents. 
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“AMERICAN BRAND® 


B WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 


“AMERICAN 
BRAND” 


Weatherproof and 
Bare Copper Wire 
and Cables 








A 


We wish you all 
a felerry Christmas 
and 


A Happy New Pear 
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American Insulated 
Wire & Cable Co. 


CHICAGO 











“AMERICAN BRAND® 
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sued circular 1642 through its George 
Cutter Works at South Bend, Ind. 
The booklet is designed for the very 
purpose of giving information on mod- 
ern street lighting that will be readily 
understood by the non-technical “city 
father.” It outlines standards of il- 
lumination for city streets, advantages 
and requirements of ornamental light- 
ing systems, methods of promoting 
and financing an installation, systems 
of operation, advantages of cast-iron 
posts, distribution of illumination, use 
of type C lamps, and constant-current 
series circuits. Different combina- 
tions of Westinghouse-Cutter posts 
and post-tops, designed to meet vari- 
ous architectural and illumination re- 
quirements, are included in the book- 
let. Emphasis is placed on the “Re- 
flecto-Lux”’ top, which, by means of 
parabolic reflectors, gives a very de- 
sirable distribution of light for street 
illumination. 


“MaraTtuHon O. K.” ventilating fan 
has just been placed on the market by 
the Marathon Electric Mfg Co., Wau- 
sau, Wis. Unlike most makes of venti- 
lating fans the “Marathon O. K.” is 
belt driven. The advantage of this 
feature, says the maker, lies in the fact 
that it can operate at various speeds; 
also the motor is away from the cur- 
rent of dust-laden air. The frame con- 
sists of a one-piece casting which sup- 
ports the entire equipment and insures 
rigidity for the propeller and motor. 
The motor is attached securely to a 
hinged base by means of bolts. The 
motor is of small size, light weight 
and high speed. It will come up to 
speed at once with the fan gradually 
following. This prevents the burning 
out of the starting windings on single 
phase types, points out the manufac- 
turer, and also eliminates the heavy 
starting current on the two and three- 
phase and direct-current types. 


THe Curter-HamMer Mra. Co., 
Milwaukee, Wis., announces that 
Harry W. Eastwood, who for the past 
four years has had charge of the Stee] 
Mill and Crane Division of the Cleve- 
land has been appointed 
branch manager, succeeding Lynn B. 
Timmerman, who leaves to enter the 
automobile business in Lima, Ohio. 
The Cleveland office and territory con- 
tinues as a part of the central district, 
comprising the Cleveland, Pittsburgh 
and Cincinnati offices and territory. 


branch, 


A. G. Pierce, of Pittsburgh, is the 
district manager and has associated 
with him in addition to Mr. Eastwood, 
R. I. Maujer as branch manager of 
the Cincinnati office and P. S. Jones 
as branch manager of the Pittsburgh 
office. 


Inge Evectric Ventitatine Co., 
2850 North Crawford avenue, Chi- 
cago, has mailed a broadside letter to 
contractors and dealers, calling their 








J. B. Crouse, one of the pioneers in the 
incandescent lamp industry, died at his 
home in Cleveland, Nov. 6, aged 60 years. 
He helped establish the Fostoria Incan- 
descent Lamp Co., being president, and 
when this company became a part of the 
National Lamp Works Mr. Crouse was 
made president, retiring in 1916 when he 
was chairman of the advisory board of the 
latter organization. Mr. Crouse was a 
great believer in intelligent co-operation 
and did much to father harmonious rela- 
tions between. different factors in the 
electrical industry. 





attention to the fact that the market 
for ventilating apparatus is by no 
means limited to the summer months. 
Keeping doors and windows closed in 
cold weather makes ‘ventilation all the 
more necessary, especially in indus- 
trial plants. The Ilg company be- 
lieves this offers a good field for the 
enterprising contractor-dealer, and is 
sending to those that are interested a 
booklet outlining its sales plans. 


THe Arr-O-Mix Wuir-A.i 
new, combination electrical egg beater 
and aerator which introduces tiny 
globules of air into the food prepara- 
tion as it mixes it. It is said this not 
only puffs up the substance being 
whipped to be more tasty and attrac- 
tive in appearance but also produces 


is a 
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the most hygienic food or beverage on 
account of the generous introduction 
of oxygen. A hollow stem extending 
into the substance or liquid being 
whipped introduces the air while the 
whipping is going on. It is designed 
to operate on either an a-c. or d-c. 
circuit. The new device is thoroughly 
described in a pamphlet published by 
the company. Contained in the pam- 
phlet is a small circular entitled “Why 
Aeration.” It advances the reasons 
why food, beverages and water should 
be thoroughly aerated before entering 
the human system. This new device 
is being manufactured by The Air-O- 
Mix Corporation, 51 Beaver street, 
New York City. 


Tue Apapti Co., Cleveland, manu- 
facturer of conduit fittings, recently 
moved into its new quarters at 2996- 
3004 East 72nd street. The new 
quarters give the company three times 
the floor space of the old location and 
enables it to practically triple its 
manufacturing facilities. The com- 
pany has provided for future require- 
ments by purchasing adjoining 
ground, which it figures will take care 
of its needs for the next ten years. 


Warren F. Crark, general man- 
ager of the Automatic Electric Heater 
Co., of Warren, Pa., is making a trip 
to the Pacific coast for the purpose of 
establishing a factory branch to han- 
dle “Sepco” electric water heater 
business in western territory. The 
business of the company is developing 
rapidly, authority being given at a re- 
cent directors’ meeting for the erec- 
tion of another building adjoining the 
main factory, to be used for material 
storage and increased shipping facil- 
ities. 


Unitep Lamp MaNnvuracturers 
Corp., 44 W. 18th St., New York, 
N. Y., is the name of a new organiza- 
tion that will engage in the manufac- 
ture and distribution of a complete 
line of incandescent lamps, under uni- 
form packing, endeavoring to render 
the very best service at the lowest 
price possible consistent with this pol- 
icy. This new enterprise represents a 
consolidation of the interests of the 
following companies, all of whom have 
individually earned a definite standing 
in the field: Acme Lamp Works; Bed- 
ford Lamp Works; Continental Lamp 
Works; Daylight Lamp Works; Inter- 
national, Inc., Lamp Works; Paragon, 


Inc., Lamp Works; Republic Electric 
Co.; Thomas Brown Co.; Titan Mini- 
ature Co. and Union Lamp Co. The 
combined facilities of these companies 
gives a capacity of 40,000 lamps per 
day, insuring a supply sufficient to take 
care of the total business heretofore 
enjoyed by all of these manufacturers. 
According to the announcement of the 
company, quality will be the first con- 
sideration of this organization; and in 
order that quality may be uniformly 
of the best, the entire manufacturing 
will be carried out under the super- 
vision of a committee of well experi- 
enced and able men in the lamp indus- 
try, who will also have in charge a 
well equipped laboratory for experi- 
mental and testing purposes. It will 
maintain its own trucking service, 
bringing the product of the various 
factories into its central warehouse 
from which all shipments will be 
made. The company proposes to dis- 
tribute its product throughout the en- 
tire United States through distribu- 
tors, jobbers, dealers and manufac- 
turers’ agents. 


Higher QvaLity AND GREATER 
Erriciency for less money seems to 
be the principle on which the F. W. 
Wakefield Brass Co., of Vermilion, 
Ohio, designed its improved line of 
“Red Spot” hangers for commercial 
lighting units. Both styles of the 
“Red Spot” hangers—ceiling and sus- 
pension types—are suitable for all the 
popular high-powered commercial 
lighting units, including Ace, Phoenix- 
lite, Trojan and other urn-shaped 
glass. Several unique features of 
these hangers are well worth atten- 
tion: 

The wireways are of sufficient size 
to accommodate asbestos wire of any 
gauge necessary. The canopy is made 
oversize to completely cover the in- 
sulating joint and outlet box. An ex- 
tra heavy brass chain with a notched 
terminal loop overcomes possible in- 
equalities in the glass and insures bal- 
ance to the unit when installed. Key- 
hole slots permit easy removal of the 
socket for wiring. And on the socket 
are two-position straps which insure 
correct placement of the lamp. The 
holder is made to fit snugly, excluding 
dirt and insects and minimizing the 
labor and cost of maintenance. The 
glass is secured by beveled head holder 
screws which cannot loosen. The in- 
dividual carton packing is insurance 
against damage and deterioration. The 





A Fast Selling 
Specialty 


Now is the time 
to let your dealers 
know about this 
new electric taper. 
Properly displayed 
they will sell them- 
selves to the public. 
So neat and dainty 
in design they in- 
stantly attract the 
eye. Do not hesi- 
tate to stock up 
all your dealers as 
the demand by the 
trade will be big. 


Every salesman 
should carry a 
sample. 





Anthony Wayne Lamp Co. 
A. C. Mannweiler, Mgr. 
1016 Savilla Ave., Ft. Wayne, Ind. 














HaveYou? 


Are you one of the 
few jobbers’ salesmen 
who have neglected to 
sign up? If so turn 
now to page 87 and fill 
in the coupon. It costs 
only a dollar to get The 
Jobber’s Salesman for 
Send 
in your order today 
and be assured of re- 
the 


one whole year. 


ceiving January 


number. 


The Jobber’s Salesman 


53 W. Jackson Blvd. 
Chicago, Ill. 
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Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 














The BULL DOG 
KNOB 





“Has a Grip Like Its 
Namesake’”’ 


Made and Sold under License 
United States Patent, Feb. 3, 1920 


The placing of the central bush- 
ing on the cap instead of the 
base, places it in a class by itself. 


You will be safe in recommend- 
ing this knob and all of our prod- 
ucts to your customers. Write us 
for any further information de- 
sired. 


Illinois Electric Porcelain Co. 
Macomb, III. 


























ceiling type “Red Spot” hanger has 
the added feature that the holder is 
closed at the top, thereby conforming 
with the recommendation of the 
National Board of Underwriters. 
Every detail of the “Red Spot” hang- 
ers has been designed to give the trade 
a hanger that combines high quality, 
low price, labor saving, and conveni- 
ence. 


Masestic Evecrric Hearers is the 
title of a bulletin recently issued by 
the Majestic Electric Development 
Co., Philadelphia, Pa., and describ- 
ing the Majestic line of electric air 
heaters in full. The company manu- 
factures electric grates, logs, auto 
heaters and box type heaters as well 
as the regular portable spherical heat- 
ers. 


THE SALE oF THE Propucts of the 
Machine Co., Wauwatosa, 
Wis., manufacturer of lighting fixture 
fittings and specialties, has been taken 
over by the Power Electric Sales Co., 
1170 Broadway, New York, N. Y. 


Liberty 


ConTINENTAL Exvectric Co., Lrp., 
507 King St., East, Toronto, Ont., is 
the name of a newly organized com- 
pany that will engage in the manufac- 
ture of “Royal” vacuum cleaner. This 
company, which is entirely separate 
from the P. A. Geier Co., Cleveland, 
manufacturer of the “Royal” cleaner 
in the United States, will shortly be in 
a position to supply the demand for 


| this product in Canada. 


LaBetie Mra. Co., Indianapolis, 
Ind., was recently organized with a 
capital of $250,000 to manufacture 
electric washing machines. The 
personnel of the new company com- 
prises the following: J. F. Scott, 
president; H. R. Victor, vice-presi- 
dent, and C. S. Walker, secretary- 
treasurer. 


Turee Recent Appitrions to the 
list of products manufactured by S. R. 
M. Orum, 503-505 N. 11th St., Phila- 
delphia, Pa., are a needle valve seal- 
ing pot, a swinging bracket steamer 
and a steam generator. The first of 
these is a device used in sealing bat- 
teries and consists of a pot hung from 
the ceiling about 12 inches above the 
work bench. In sealing a battery the 
needle valve is opened, emitting a 
small stream of sealing compound 
guided around the cover. When the 








“CENTRAL” 
Rigid Steel 


CONDUITS 





Illustration shows a piece of 
Y% inch “Central Black” 
wound around 3 inch pipe. 
There is no buckling or flat- 
tening of the pipe and the 
enamel has not cracked or 
flaked off. Our special heat 
treatment gives this remark- 
able ductility. 


“Central White” “Central Black” 
(Galvanized ) (Enameled ) 


CENTRAL TUBE CO. 


PITTSBURGH, PA. 

















Gleason’s Moulding Boxes 
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The pioneers of our 350 varieties. 
Who'd be without them for 16 cents? 


Fancleve Specialty Company 


oston, Mass. 
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A good way to say 


Merry Christmas 


Electrically 


What more appropriate Christmas remembrance could you give 
your friends in the “‘selling game” than a year’s subscription to The 
Jobber’s Salesman? Twelve times during the year this gift repeats 
itself as the messages of helpfulness and interest permeate your 
friends’ thoughts and guide them in their selling activities. 


The Jobber’s Salesman is a gift that any electrical salesman will 
appreciate and its permanent benefits and frequent counsel, enter- 
tainment, instruction and information will continuously recall to its 
recipient the friendly Christmas spirit and feeling of good fellowship 
in which it was given. 


Furthermore, there is no gift that you could give to your salesmen friends that 
would mean so much in their daily lives and embody such intrinsic value for so 
little money—one little dollar. A subscription for a friend will be an investment 
in good will the dividends of which will be paid through the sincere gratitude of a 
friend. 


a” 
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12-21 
SUBSCRIPTION COUPON 
THE JOBBER’S SALESMAN, 
53 West Jackson Blvd., 
CHICAGO, ILL. 

Please enter my subscription to THE JOBBER’S SALESMAN 
for one year. [| will remit $1.00 upon receipt of bill. (Cana- 


dian Rate, $2.00.) 


Name 


You know what the 
coupon is for. If you're 
not a_ subscriber give 
yourself a year's treat, 


but fill in somebody's 


name and send it in with 


City and State................. pasts aadea Santee 


Name of Company a dollar. 
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“SERVICE” 


_——z 


A Top Notch 
Curling Iron 


HE “SERVICE” Combina- 
.™ tion Curling Iron and Waver 
Rod is sold by thousands of deal- 
ers and contractors. 


Every jobber should carry it in 
stock to fill their orders. 


A high-class, guaranteed heat- 
ing appliance that sells at 
ONLY $4.50. 


Liberal discounts to jobbers. 


Write for descriptive matter today. 


NORTHERN ELECTRIC CO. 
224.N. Sheldon St. CHICAGO 

















Kruse Switchbox Supporting Strips 
and Lath Holders 


You’ll Never Go Back 
to the Old Way 


One trial of Kruse Switchbex Sup- 
porting Strips will demonstrate 
that they save time, money and 
effort, besides making a better in- 
stallation. 


Contrast the job shown here with 
the usual installation of switches 
on wooden cleats. Kruse strips 
are of steel, light, strong, and safe. 
They are far easier to install, and 
the cost is moderate. 


Send for samples today, and find 
out for yourself. 


Midwest Metal Products Co. 


Muncie, Ind. 





circuit is made the valve is closed, 
thereby eliminating the stray drips of 
fluid that usually dribble over the edge 


of the pot. The new steamer is 
mounted on a swinging bracket which 
can be readily turned aside when not 
in use and is of special value in bench 
rooms where not too much working 
space has been provided. In the steam 
generator, water enters three brass 
flash boilers by means of a water mani- 
fold, which may be connected direct to 
a city water system. Three needle 
valves control the entrance of the 
water a drop at a time, providing drier 
and hotter steam than is often possible 
from a boiler with an excess of water. 
Gas is distributed by means of a mani- 
fold to three burners, one under each 
boiler and each with a separate cock, 
so that one may be used separately for 
distilled water if desired. This steam 
generator, according to claims made 
by the company, will supply steam in- 
stantaneously as soon.as the gas is lit 
and the water turned on. 


In our November issue we made 
the statement that the Appleton Elec- 
tric Co., Chicago, had purchased the 
Anderson Electric & Equipment Co., 
also of Chicago. We were misinformed 
in this connection because no such 
transaction was made, both companies 
operating independently, as _hereto- 
fore. 


Joun L. Jounnson, secretary of the 
Ackerman, Johnson Co., 625 West 
Jackson boulevard, Chicago, manufac- 
turers of the well-known Ackerman- 
Johnson expansion anchor, was shot 
and instantly killed while duck hunt- 
ing at Fox Lake, Illinois, last month. 
It is said that Mr. Johnson and an- 
other hunter came to words over who 
shot a certain duck with the result 
that the other party emptied both bar- 
rels of his shotgun into Mr. Johnson’s 


head. 


THe Remon Company, Toledo, 
Ohio, manufacturers of residential 
lighting fixtures, has just published a 
complete prospectus on the Reidon 
plan of merchandising lighting fix- 
tures. The book is entitled “How to 
Sell Reidon Life-Long Lighting Fix- 
tures.” It opens with an account of 
how Reidon fixtures are manufactured, 
showing a number of views of the com- 
pany’s plant and offices. It goes on 
to tell of the Reidon Portfolio, de- 
signed for the dealer’s and salesman’s 























Weather- 
Proof 
Insulating 
Tape 


Sold only in whole- 
sale quantities to 
distributors 


Proven dependable for 
mill, mine and out- 
side insulations 


Packed in non-ad- 
hesive paper wrap- 
pers showing your 
name and trade-mark 


Elkhart Rubber Works 
Elkhart, Indiana 














Economical. 
eans. Also a new standard line of 
Flux, Sticks, Fluid and Solid Sal 
Ammoniac. 


SELL YOUR TRADE 


SOLDERING PASTE 


Used by the largest 
electrical manufac- 
turers and contract- 
ors because non-acid 
after as well as be- 
fore melting. Effi- 
cient. Non-corrosive. 
Packed in handy-size 


SPECIAL CHEMICALS CO. 
Highland Park, Illinois 








Every Business 
of consequence ommnt PA TION. proper card 


WIGGINS 


Peerless Patent Book Form Cards 

















are used by many of America’s 
largest card users—supPeriority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for tab 


spec! 
detach them 


The John B. Wiggins Company 


Established 1857 


Engravers Plate Makers Die Embossers 
CHICAGO 


1108 8S. Wabash Ave. 
705 Peoples Gas Bldg. 
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PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 








CopPPER WIRE 


Bare and Insulated 
for every kind of 
electrical work. 
COPPER RODS 
TROLLEY WIRES 





ROME WIRE COMPANY 
Main Plant and Executive Office, ROME, N.Y. 
**‘Diamond” Branch BUFFALO, N. Y. 
DISTRICT SALES OFFICES 
NEW YORK DETROIT, MICH. 
50 Church Street 25 Parsons St. 
CHICAGO, ILL. LOS ANGELES, CAL. 
14 E. Jackson Blvd. 833 San Fernando Bldg. 








ARMATURE SLOT WEDGES 
Made of Hard Maple 


For new and repair work. 


Cc) 2x AR 
| pe il 3), 


Made to any specification. 
Send us your blue print or sample. 


T. C. White Electrical Supply Company 


1122 Pine St., St. Louis, Mo. 


























use and containing photos of the 
various styles of fixtures. The Reidon 
plan for selling fixtures then follows. 
A supplement, entitled “Shorter Cuts 
to Surer Sales—A Solution of the 
Lighting Fixture Problem,” is ap- 
pended to the prospectus. 


Upton Macuine Co., St. Joseph, 
has brought out a washing machine 
of the oscillating-cylinder type, hav- 
ing a capacity of from six to eight 
sheets. The cylinder is made from 
first-grade, kiln-dried, white maple 
and swings a three-quarter turn back 
and forth, 60 to 65 times per minute. 
It is finished in white enamel with all 
mechanism inclosed. 


S. R. Frarick & Co., 15 South Clin- 
ton street, Chicago, has issued a new 
folder dwelling upon the company’s 
new Kwikon ‘“No-Bolt” fixture stud. 
The folder represents the new fixture 
stud as the only improvement in that 
article in 15 years. The Kwikon No- 
Bolt fixture stud is said to be a dis- 
tinct improvement in fixture studs be- 
cause it eliminates the need for bolts 
(as its name implies) and saves time 
and labor. 


THE ANNUAL sales convention of 
the Robbins & Myers Co. was held at 
the home office, Springfield, O., No- 
vember 25-29. Representatives from 
all domestic branches, the export of- 
fice and the Robbins & Myers Com- 
pany of Canada were in attendance. 
Sales and advertising plans for 1922 
were discussed, and considerable time 
was spent with the engineering de- 
partment, recent improvements in de- 
sign and construction being explained. 
A decided spirit of optimism was 
prevalent at this meeting, nearly every 
delegate reporting business on the up- 
turn in his territory. 


Tue Steeipuct Co., Youngstown, 
Ohio, manufacturer of rigid conduit, 
has completed arrangements for addi- 
tional representation and distribution 
of its products. The Wood & Lane Co., 
St. Louis, Mo., will cover the states of 
Missouri, Kansas, Arkansas, Oklahoma 
and Tennessee. The McNair Electric 
Sales Co., Detroit, will cover the state 
of Michigan. 


Empire TRANSFORMER Co., manu- 
facturer of the “Empire” line of heat- 
ing appliances and “Elecktro” toy 
ranges, has moved into larger quarters 
at 2000 Southport avenue, Chicago. 


AMERICAN LINE / 
MATERIALS CO. / 


CROSSARMS 
THAT LAST 
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| ASK YOUR DEALER 
| FOR OUR PRODUCT 


\ 


Successor to < 
/AMERICAN CROSS- 


// ARM COMPANY \ 








Cedar Poles 


Pole Preservation with 
Genuine Coal Tar 
Distillate 


The Valentine-Clark Co. 
Spokane, Wash. 


Minneapolis Toledo 





Chicago 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 














POLES 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 
New York 


2844 Summit St., 
Toledo, O. 


Rialto Bldg., 
San Francisco, Calif. 
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SELL 


National Products 
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“Sherarduct’’ and “Economy” Rigid 
Steel Conduits and Fittings, ‘‘Flex- 
steel’’ Armored Conductors and 
Flexible Metallic Conduit and Fit- 
tings, ‘“Flextube’’ Non-Metallic Con- 
duit, National Metal Molding and 
Fittings, “‘Liberty’’ Rubber Covered 
Wire and Cable, ‘‘National’’ Outlet 
Boxes and Covers, Switch Boxes, 
Brackets, Fixture Studs, Locknuts, 
and Bushings, **Auto-Steelflex’’, 
*‘Auto-Brassflex”, ‘‘Auto-Flextube’”’. 
Automobile Conduits and Fittings, 
Carburetor and Exhaust Tubing. 




























Selling these National Products will 
prove profitable for you, for your 
house and for your customers. 


National Metal Molding © 


General Offices: Pittsburgh, Pa. 









Four of Many 
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A B C eo undress 


WASHES 


WRINGS 


IRONS 














New ABC Agr i TT 
50, el i .90; ~ 
pot age ge rd copper tub $170; Ironers $138; $170 with motor. 


A greater retail price — — a AB 9 Alco: 
Semi-Cabinet Electric Washers, galv. tub $124.50, copper tub $139.50; A B C full i i 
(Prices quoted are retail, east of Rockies.) cabinet electric washers, 


Single tub, power $55.25, electric $84.50: Double tub, power 
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oe of oe 
Km K kK 


Resolve, for 1922, to Get the Modern 


Slant on Successful Appliance Selling 


HIE successful jobber’s salesman is no 
longer as “order-taker.” 


Todav he is an order-maker! 


In the old days, before electrical appliances 
became the big end of electrical jobbing, it 
was the salesman’s chief job to build up an 
acquaintance, to become popular with the 
trade, and to get business that way largely. 
The electrical contractor dug up jobs as best 
he might. The jobber’s salesmen competed 
for their “shares” of the supplies needed to 
complete those jobs. 


All you had to do was sell the contractor 
on yourself, your house, your goods, your 
prices—and take orders. 


Jut “the old order changeth’— 


The entry of electrical appliances has called 
for a new type of salesmanship. 


Many manufacturers of these appliances are 
selling direct to the trade. Factory specialty 
salesmen, trained in showing the dealers how 
to dig up prospects and sell them, are cover- 
ing vour territory. 


To compete successfully, you—the jobber’s 
salesman—must also develop into a specialty 
salesman of similar ability. 


It isn’t enough to be thoroughly posted on 
why your appliances are better than the other 
fellow’s. You may know your stuff back- 
wards, from a standpoint of mechanical con- 
struction. But if you aren’t equally well 
posted on showing the trade how to turn 
around and feature those appliances to con- 
sumers, how to advertise and display them, 
how to find buyers for them, you're out of 


luck. 


A dealer may be induced to buy your appli- 
ances on the strength of your construction 
talk, but unless you've taught him the way to 
sell them, he’ll get nowhere fast. 


Resolve now, for 1922, to develop your ability 
as an expert in the retail sale of electrical ap- 
pliances so that you can instruct your deal- 
ers, like the factory salesmen do, in the art of 
finding buyers. 

The man who does that becomes an order- 
maker. 


ALTORFER BROS. COMPANY 


PEORIA, 


NEW YORK 


ILLINOIS 
SAN FRANCISCO 


BRANTFORD, ONT. 









































HE dependable service users obtain from electrical devices which 

are powered with R. & M. motors, is an important sales asset 

to the dealer, the jobber and to the manufacturer who makes the de- 

vice. It insures pleased customers, the kind who boost the product 
and make it easy for the dealer to sell their neighbors and friends. 


This is the reason manufacturers of quality appliances in ever increas- 
ing numbers equip their product with R. & M. motors. And it is 
also the reason why so many jobbers and dealers favor devices so 


equipped. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


Robbins & Myers Motors 

















